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R. E. Irish Now 
President of 
Union Mutual Life 


W. B. Drummond Chair- 
man of Board—Other 
Executives Are Advanced 


PORTLAND, ME. — Wadleigh B. 
Drummond has been elected chairman 
of the board and solicitor of the Union 
Mutual Life of Portland, and Rolland 
E. Irish has been advanced to the presi- 


dency, succeeding 
Sylvan B. Phillips, 
who retires because 
of ill health, but 
who will continue 
an active interest 
as a director and 
member of the fi- 
nance committee. 
Other changes in 
the official family 
of the Union Mu- 
tual, made at the 
annual meeting 
here this week, in- 
clude the naming 
of A. Thomas Leh- 
man as vice-presi- 
dent and actuary and Harold D. Lang 
as vice-president and secretary. Until 
now Mr, Lehman has been actuary and 
Mr. Lang secretary. 

Mr. Phillips is the beloved “grand old 
man” of the Union Mutual. He began 
with the company as a_ stenographer 
in 1886 and hence has spent practically 
his entire business life -with the com- 
pany. He has exerted a steadying and 
conservative influence. 
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B. DRUMMOND 


Drummond Family Connection 


Mr. Drummond, who assumes the 
newly-created position of chairman of 
the board, has been a director since 1917 
and vice-president since 1928. He is one 
of the outstanding attorneys of north- 
ern New England. Both his father and 
grandfather were officers of the Union 
Mutual, and it has become traditional 
that a member of the Drummond fam- 
ily shall serve the company in an offi- 
cial capacity. 

_ Rolland E, Irish, the new president, 
is widely known in the life insurance 
world. He has had an extensive experi- 
ence as agent, supervisor, general agent, 
agency superintendent and company of- 
ficial. He began with the Reliance Life 
as an agent and later assumed charge 
of its Minneapolis office. He spent 
several years in agency work with the 
National Life, U. S. A., and the Bank- 
ers Reserve of Omaha. For a number 
of years he was vice-president and 
agency manager of the Central Life of 
Chicago, and in 1934 he was elected 
Vice-president of the Union Mutual. 
Since that date, Mr. Irish has carried 
forward a program of revitalization and 
rejuvenation which has _ considerably 
quickened the company’s pace. Mr. 
Irish has attracted a number of capable 
men to the company, both as general 


Much Interest Taken In 
What SEC Will Propose 


Considerate Treatment Is 
Given Company Repre- 
sentatives as Witnesses 


By ROBERT B. MITCHELL 


WASHINGTON—People do not take 
kindly to intimations by outsiders that 
their children, home towns, or the com- 
panies for which they work are less than 
perfect. Therefore it is not surprising 
to find that life insurance men feel that 
their business has been given a touch of 
smear treatment by the monopoly com- 
mittee. 

Yet it is only necessary to think back 
to other investigations in other fields to 
realize how vastly fairer the present in- 
quiry has shown itself than might have 
been the case and to appreciate that the 
life insurance business has been getting 
extremely mild, considerate treatment, 
at least up to press time this week. 


Gives Defenders a Break 


As if to offset as far as possible any 
apparent reflections on the institution of 
life insurance, the committee seems to 
have gone out of its way to let the de- 
fenders of life insurance bring out all 
the points they cared to on the construc- 
tive side. Witnesses who feel that their 
answers, because of the public’s general 
lack of understanding of the intricacies 
of life insurance, might be misunder- 
stood, were permitted to clear up these 
points and frequently Chairman O’Ma- 
honey and other members of the com- 
mittee, notably Senator King and SEC 
Chairman Douglas, took the initiative in 
forestalling the possibility of an unfortu- 
nate inference getting into the record 
and spread throughout the country 
through the newspapers. Even so, there 
were inevitably some bad _ publicity 
breaks. ‘ 

Even in connection with the headline- 
making testimony about the “forged” 
ballots in the election of directors of the 
Metropolitan, the committee made it 
clear that it did not consider there was 
anything in the slightest degree sinister 
about the alleged practice either on the 
part of the agents who admitted they 
did it or of the officers, who were as 
much surprised as the spectators to hear 
about it. 


No Curb on Witnesses 


When President L. A. Lincoln of the 
Metropolitan Life broke in during the 
agent’s testimony to declare vehemently 
that neither he nor any other respon- 
sible officer of the company had ever 
heard of the practice of agents signing 
the ballots themselves, no effort was 
made to keep him from speaking up nor 
did any of the inquisitors make any 
statement or ask any question casting 
doubt on Mr. Lincoln’s sincerity. While 

(CONTINUED ON PAGE 26) 











agents and junior company officials. His 
development plans have made the com- 
pany an active factor in the field, par- 
ticularly in the New England and mid- 
dle Atlantic states, 





Douglas Will Suggest 
“Improvements” in 
Mutual Company Elections 


_ WASHINGTON—By the middle of 
its second week of hearings on life in- 
surance the monopoly committee had 
heard elaborate testimony aimed at prov- 
ing such well known facts as (1) life 
companies hold for the benefit of their 
policyholders, billions of dollars of as- 
sets, the bulk being held by a relatively 





T. A. BUCKNER 


few large companies; (2) policyholders 
are well enough satisfied with the way 
things are run so that they are apathetic 
about voting for directors or even wor- 
rying about whether they have the right 
to vote, so much so that even the com- 
pany which goes to greatest lengths to 
get out the vote has never obtained a 
response from more than 25 percent of 
those eligible to vote. 

The committee will not hear the SEC’s 
testimony on private placements at the 
current series of hearings. This will 
very likely be introduced at later hear- 
ings, not necessarily those dealing spe- 
cifically with insurance. Present insur- 
ance hearings are expected to suspend at 
the end of this week. 

Whether or not the SEC gets the 
$300,000 to $500,000 appropriation it 
wants for continuing its insurance study, 
it is predicted that the latter will go on, 
the thoroughness depending on the 
amount of money available. 


Must Reckon with Congress 


Even if the appropriation is granted 
to the monopoly committee, and most 
people think it will be, Congress is likely 
to keep much tighter grasp on the purse 
strings. Of the $500,000 appropriation 
for the entire monopoly investigation, 
$400,000 was placed in the President’s 





hands to distribute among the goveru- 
(CONTINUED ON PAGE 9) 


Nothing But 
“Millionaires” on 
Louisville Program 


Arrangements Completed 
for Mid-year National Par- 
ley and Sales Congress 


LOUISVILLE—Speakers at the sales 
congress of the Louisville Life Under- 
writers Association 
that coincides with 
the mid-year mect- 
ing of the national 
council of the Na- 
tional Association of 
Life Underwriters 
will consist entirely 
of million dollar pro- 
ducers. J. Colgan 
Norman, Penn Mu- 


tual, is general 
chairman of the 
sales _ congress, 





which will be held 
March 31. The 
speakers who have 
agreed to appear 
are: Ralph G. Englesman, Penn Mutual, 
New York; Grant Taggart, California- 
Western States Life, Cowley, Wyo.; 
Harry T. Wright, Equitable Society, 
Chicago; Stanley Martin, State Mutual, 
Columbus, O., and Paul Sanborn, Con- 
necticut Mutual, Boston. 

The national council meeting will be 
held April 1. 

The general chairman of arrangements 
for the doings in Louisville is E. W. 
Baker, district manager for John Han- 
cock Mutual. For the past two years 
Mr. Baker has been planning for this 
meeting. He personally extended the in- 
vitation in behalf of his city. Mr. Baker 
has been with John Hancock throughout 
his entire insurance career, starting in 
Dayton, QO., on a debit in 1921. Two 
years later he became assistant manager 
at Minneapolis. In 1926 he was made 
manager in Louisville. John Hancock 
had never operated in Kentucky previ- 
ous to that time. In 1932 the Louisville 
district led all John Hancock districts in 
weekly premium increase and in 1937 it 
led its class in ordinary quota produc- 
tion and was second in its class in ordi- 
nary conservation. He has been na- 
tional committeeman of the Louisville 
association for the past two years. 

R. F. Clendenin, Northwestern Mutual, 
heads the finance committee in connec- 
tion with the Louisville meeting; John 
K. Taylor, Equitable Society, is chair- 
man of the entertainment committee. 


Pa. Federation Meet May 16-17 


The annual meeting of the Pennsyl- 
vania Insurance Federation is to be held 
in Pittsburgh May 16-17. Charles H. 
Bokman, Pittsburgh manager for New 
Amsterdam Casualty, will be in charge 
of the local arrangements. H. W. 
Teamer, secretary of the Federation, 
was in Pittsburgh this week for the ob- 
servance of Pittsburgh Insurance Day, 
and made some preliminary arrange- 
ments. 


BAKER 


E. W. 
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Annual Statements This Year 
Are Perused with Interest 


-PENN MUTUAL LIFE 


Penn Mutual Life shows premiums 
$69,933,157, total receipts $118,723,272, 
paid policyholders $54,870,748, total dis- 
bursements $84,922,113, excess $33,801,- 
158, assets $702,629,809, surplus $30,793- 
056, new business $155,903,043; insur- 
ance in force $1,951,750,079, total paid 
policyholders since 1847, $1,204,852,530. 


JOHN HANCOCK MUTUAL 


The John Hancock Mutual Life new 
statement shows insurance in force in- 
creased by $76,319,647 to $4,175,557,199, 
the greatest in its history. The assets 
are $920,507,589, gain $65,427,204. It paid 
policyholders $92,791,267 or $308,277 
each business day. Dividend reserve for 
1939 is $19,567,271, increase $1,163,482. 
Its premiums are $164,575,707, increase 
$12,700,000. The surplus resources in- 
cluding contingency reserve of $25,000,- 
000 amount to $81,010,361, which is 9.65 
percent of the liabilities. President Cox 
announced that the dividend formula 
adopted for ordinary policies in 1937 and 
continued last year will be continued in 
1939. Dividends on retirement annuities 
and group policies remain unchanged as 
well as the scale of surplus distribution 
on industrial policies. 


METROPOLITAN LIFE 


The Metropolitan Life has published 
its new annual statement showing assets 
$4,942,900,417. The portfolio shows 
bonds $2,702,461,318, stocks $88,452,477, 
mortgages $979,562,124, real estate $392,- 
187,370, cash $108,817,445, policy loans 
$526,263,388, surplus $292,391,071, volun- 
tary reserve $21,000,000; life insurance in 
force $22,612,403,594 of which $11,556,- 
261,130 is ordinary, $7,550,316,755 indus- 
trial and $3,505,825,709 is group. Its 
new business last year was $1,810,355,- 
017, of which $875,945,241 was ordinary, 
$832,256,074 industrial and $102,153,702 
group. Life insurance revived and in- 
creased amounted to $546,533,656. The 
amount paid to policyholders last year 
was $566,356,290, of which $291,128,149 
went to ordinary and group, $260,990,- 
747 industrial and $14,237,395 accident 
and health. Its assets increased $223,- 
179,590. 





SUN LIFE OF CANADA 


The Sun Life of Canada last year paid 
$83,000,000 to policyholders. Of this 
amount $28,000,000 was paid in death and 
disability benefits, $24,000,000 annuity 
and matured endowments and nearly 
$3,000,000 as policyholders’ dividends. 
Its total payment to policyholders has 
reached over $1,200,000,000. The Sun 
Life has 1,000,000 policyholders. Presi- 
dent A. B. Wood at the annual meeting 
spoke of the part that interest plays in 
life insurance and how investment of 
funds keeps the wheels of industry turn- 
ing. Sun Life investments last year were 


for the safe investment of these savings 
at satisfactory rates of interest, President 
Wood said, is not a simple matter. Toa 
large extent the Sun Life has met this 
problem by the use of government se- 
curities as an outlet for these funds. 

Surplus and contingency reserve 
amount to $30,000,000. Surplus earnings 
for the year were $23,000,000, assets in- 
creased by $44,600,000, now being $875,- 
000,000. The bond account increased by 
$54,000,000 and now stands at over $423,- 
000,000, representing 48.3 percent of the 
assets. Common stocks are 27.1 percent 
of the assets. Mortgages are $34,000,- 
000. Nearly $200,000,000 of new insur- 
ance was placed on the books, bringing 
the total insurance in force to over $2,- 
900,000,000. Premium income was over 
$113,000,000 and investment income over 
$31,000,000. The total income was $154,- 
000,000, increase $2,500,000. The dis- 
bursements were $111,000,000. 

President Wood said, with regard to 
the coming year, he believed there were 
sound reasons for expecting modest im- 
provement. The present trend of life in- 
surance sales is already promising, he 
declared, and given favorable world con- 
ditions a greater volume of business may 
be expected this year. 


WASHINGTON NATIONAL 


The Washington National of Chicago 
shows assets $43,114,368 including $32,- 
567,215 of the National Life, U. S. A,, 
fund. Of this amount 12.82 percent is 
cash, 29.83 government bonds. Its capi- 
tal is $1,250,000 and net surplus $1,477,- 
020. The life insurance in force is $211,- 
419,982. The surplus increased $353,486. 
The government bonds were increased 
by $853,057. 


AMERICAN UNITED LIFE 


The annual statement of the American 
United Life shows an all time high for 
insurance in force, $278,596,983. Assets 
increased to $49,225,595 and surplus in- 
creased more than 12 percent. New in- 
surance totaled $42,102,270, a 10 percent 
increase. 


LUTHERAN MUTUAL LIFE 


The new statement of the Lutheran 
Mutual Life of Waverly, Ia., shows 
premiums $1,801,544, total income $2,- 
267,099, paid policyholders $658,782, to- 
tal disbursements $1,024,945, assets $9,- 
244,174, contingency reserve $390,775, net 
surplus $523,255, mortality ratio 26.1, 
interest earned 4.06 percent. 

WESTERN LIFE OF MONTANA 

The new figures of the Western Life 
of Montana show assets $14,453,761, of 
which 41.46 percent were bonds, 30.62 
mortgages, 22.36 policy loans, 1.36 cash. 


A feature in its statement is that it car- 
ries no real estate. The balance due on 


is $500,000, voluntary contingency sur- 
plus $300,000 and net surplus $1,500,000. 
For each $100 obligations it has $118.90 
in resources. None of the bonds listed 
in the statement are in default, either as 
to interest or principal. It owns no 
stocks and all real estate previously fore- 
closed has been sold or charged off. The 
home office building is carried as an as- 
set in the sum of $1. The average in- 
terest return on the investment assets is 
5.07 percent. 


FEDERAL LIFE 


The Federal Life of Chicago in its 
new statement shows assets $16,519,598. 
It carries $250,000 as investment fluctua- 
tion reserve. Its capital is $375,000, 
contingency reserve $50,000 and net 
surplus $474,502. The surplus increased 
$106,408. A year ago it was $368,094. 
There were some $30,000 added to the 
investment fluctuation reserve and $20,- 
000 was charged off as depreciation on 
the home office building. Last year 
the company charged off $680,000 of the 
investment fluctuation reserve, to non- 
admitted assets. The Federal has im- 
proved its liquidity by increasing its 
bond holdings $1,000,000. In fact, its 
liquid assets are now 29.18 of the whole. 
Mortgage loans and real estate de- 
creased $987,867 and represent 47.02 
of the assets. 


BERKSHIRE LIFE 


Berkshire Life assets in 1938 gained 
$2,645,767, bringing the total to $61,547,- 
269. New business gained 6.7 percent 
and insurance in force showed an in- 
crease. Excess of income over disburse- 
ments was $2,791,362. Reserves for de- 
preciation of assets and surplus in- 
creased. 

Vacancies in the board were filled by 
the election of Congressman Allen T. 
Treadway, Superior Judge William A. 
Burns and Laurence R. Connor, presi- 
dent Agricultural National Bank of 
Pittsfield. 

The date of the annual meeting was 
changed from Jan. 20 to Feb. 8 begin- 
ning in 1940. 


MONARCH LIFE 


Monarch Life reported assets of $5,- 
495,596 at the end of 1938, an increase 
of 14.1 percent. This is the largest in 
the history of the company. Gross in- 
come was $3,799,479. Life insurance in 
force increased 35.9 percent and acci- 
dent and health insurance 34.5 percent. 
Total paid to policyholders and benefi- 
ciaries was $1,475,791, reported Presi- 
dent C. W. Young. 

WEST COAST LIFE 

West Coast Life reports capital $375,- 
000; surplus $225,600; contingency re- 
serves for real estate and mortgages 
$316,000; general contingency reserve 
$52,000; assets increased $1,013,000; in- 
surance in force increased $1,168,000; 
new gross premiums totaled $829,000, 
increase 17 percent. An examination as 
of Dec. 31, 1938, is now in progress by 
California, Oregon, Utah and Wyoming, 








$100,000,000. To find suitable channels 


real estate sold is $240,177. The capital 


the results of which will be available 
later. 





FIGURES FROM DEC. 31, 19388 STATEMENTS 





Change 
Total in 
— Assets 
$ 

Boston Mutual Life.... 13,305,691 + 687,615 
Connecticut Gen. Life.246,598,612 +419,313,936 
Connecticut Mutual ....336,215,698 + 23,981,905 
Eureka-Maryland Assur. 8,548,734 + 446,968 
Federal Old Line Life 6,588 + 4,016 
Home Beneficial ....... 8,940,350 + 775,925 
Hoosier Farm Bur. Life 47,432 +15,353 
Homesteaders Life, Ia... 4,657,901 + 86,033 
Indianapolis Life ...... 22,094,811 + 1,687,406 
Farmers & Bkrs. Life.. 12,014,601 + 638,069 
Liberty National, Ala... 4,750,759 + 645,172 
Massachusetts Mut. ....647,746,901 +38,058,532 
Monarch Life .......... 5,495,596 + 679,956 
Presbyterian Min. Fund 28,109,384 + 1,233,160 
Republic Life, Okla..... 669,962 + 169,031 
Texas State Life ....... 664,612 + 346,320 
United Benefit Life.... 12,954,468 + 1,587,294 
United Is. @ A. ...0scee 10,310,942 + 587,157 

$atesenewe 14,453,761 + 467,374 


Western Life 


1Inc. Rev. & Net. 
2Ordinary and industrial. 
8To Mutual Company. 


Surplus to New Change 
Policy- Bus. Ins. in Force in Ins. 
holders 1938 Dec. 31,1938 In Force 

$ $ $ $ 

704,242 24,161,627 86,260,311 + 3,181,781 
10,027,579 163,821,116 1,147,142,845 +19,775,916 
11,677,010 103,324,549 1,013,089,959 + 33,948,891 
952,029 24,689,7211 75,714,705 + 2,482,732 
2,122 698,600 762,600 + 460,300 
2,030,156 86,421,5262 106,109,300? +9,847,1642 
15,274 1,214,966 3,101,576 + 888,576 
137,379 1,800,141 18,559,722 —728,053 
1,366,668% 11,281,499 108,105,607 + 2,027,817 
1,733,194 11,104,601 53,514,769 + 147,047 
656,292 39,114,8554 73,632,572 + 6,487,893 
20,937,902 138,457,848 1,931,760,137 + 20,701,127 
1,216,270 3,186,793 21,388,423 + 977,891 
1,697,062 4,243,093 60,884,022 + 608,276 
89,765 6,491,160 19,600,841 +3,565,722 
40,625 7,850,355 6,253,788 + 984,702 
600,000 41,737,240 182,258,087 + 7,543,186 
952,5635 4,762,495 42,694,777 +1,570,157 

2,300,000 5,638,561 45,523,188  +1,366,224 


‘Including industrial. 


5Also includes $150,000 contingency reserve. 
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Takes Over Scranton Life 
Agency Operations 








W. G. SCHULTZ 


W. G. Schultz has been appointed su. 
pervisor of agencies for Scranton Lite 
and will assume responsibility for agency 
operations of that company. Although 
he has been associated with the actuarial 
and policyholders service division in the 
home office for the past 22 years, he has 
a most favorable individual production 
record, ranking very close to the con: 
pany’s leading producers. His home of- 
fice background together with his selling 
experience is an unusual combination 
and should be valuable in his new work. 


LEGISLATION 


Missouri—A bill similar to the Robert- 
son law of Texas has been introduced in 
Missouri, requiring life companies to in- 
vest 75 percent of their reserves on Mis- 
souri policies in Missouri securities. A 
bank life insurance bill has also been in- 
troduced in Missouri. 

Pennsylvania—A determined effort 
will be made by life underwriters to 
have the present personal property tax 
amended, with special emphasis placed 
on elimination of the present tax on 
proceeds of life policies payable in in- 
stallment incomes. The present law calls 
for an eight-mill tax on proceeds of life 
insurance policies, even in those cases 
where the widow is left the earned in- 
come with the principal held in trust tor 
the children. 

Texas—So many bills have been filed 
in the Texas house designed to ade- 
quately control and regulate the opera- 
tions of assessment life and accident i- 
surance concerns that a subcommittee 
of the house has been appointed to write 
a strong mutual aid law. 
Michigan—The Michigan department 
is supporting a legislative move {0 
legalize the commercial passenger avia- 
tion clause in life policies. 
Wisconsin—Extension of the existing 
real estate mortgage moratorium law for 
another two-year emergency period 1 
proposed in bills by Assemblyman Car- 
son and Senator Rush. 














Joins American Life Convention . 
The Kentucky Central Life & Acti 





Prem. Total Benefits Total 
Income Income Paid Disburs. 
1938 . os 1938 1938 
3,342,141 4,021,867 1,786,038 2,897,781 
36,780,877 54,749,152 21,183,802 34,993,063 
41,354,782 64,949,054 26,334,108 41,669,136 
1,958,120 2,387,410 948,917 1,952,898 

13,133 14,280 2,500 11,661 
4,754,135 5,142,066 1,711,376 4,343,007 
60,712 65,863 11,693 565,127 
637,974 839,316 448,166 680,525 
3,156,885 4,893,138 1,834,653 3,200,427 
1,318,844 2,072,343 824,981 1,562,386 
2,126,285 2,406,369 564,527 1,761,442 
68,711,082 118,097,724 48,220,319 81,384,654 
648,535 3,739,100 184,918 3,042,816 
2,483,569 4,149,864 2,429,921 2,909,290 
404,431 439,395 109,282 294,940 
414,785 565,696 19,553 147,610 
3,242,171 4,213,786 1,026,482 2,671,606 
1,333,567 1,912,902 693,683 1,305,371 
1,395,456 2,345,480 1,047,326 1,907,115 


dent of Anchorage, Ky., has been elected 
a member of the American Life Con- 
vention. It is licensed in Kentucky, 
Ohio, Indiana, West Virginia and Penn- 
sylvania. 





An agents’ “Rushton Round-up” col 
test in honor of President W. J. Rush- 
ton, is being sponsored by Protective 
Life in the period Feb. 6-March 29. It 
is set up in rodeo style, leading “bronc? 








busters” winning cash prizes. 
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Fischer Is Appointed 
lowa Commissioner 











' Governor's Campaign 
Manager Succeeds Pew 
to End of Term July 1 
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DES MOINES — Charles R. Fischer 
of Onawa, Ia., who has had wide expe- 
rience in insurance, 
banking and securi- 
ties, Was appointed 
lowainsurance 
commissioner 
by Governor 
George Wilson for 
the short term ex- 
piring July 1. The 
state senate con- 
firmed the appoint- 
ment and Fischer, 
returning from va- 
cation at Tempe, 
Ariz., took office at 
once. 

He replaced 
Maurice V. Pew, 
who was filling out the unexpired term 
of former Commissioner Ray Murphy of 
Ida Grove. Pew’s appointment had not 
been confirmed by the senate and he 
retired 30 days after the legislature met. 


Pew Makes Connection 


Pew announced he had become vice- 
president of the Farmers Automobile 
Inter-Insurance Exchange and Truck 
Insurance Exchange, both of Los 
Angeles. 

kKischer upon posting the required 
$50,000 bond and taking office announced 
there would be no immediate change in 
department personnel. However, he is 
expected to replace many employes. 

He is a Republican who of recent 
years has resided in Des Moines. He 
came here in 1924 as assistant budget 
director, previously having conducted an 
insurance and banking business at 
Onawa. He was appointed superintend- 
ent of the state securities department in 
1931, and also served in the insurance 
department. He was manager for Gov- 
ernor Wilson during the last two cam- 
paigns, 


Assured of Full Term 


There is a proposal in the legislature 
to combine the banking and insurance 
departments. If this should go through, 
Fischer probably would be appointed to 
head up the combination, but if it should 
fail, he seems assured of reappointment 
aS insurance commissioner for a four- 
year term beginning July 1. 

Des Moines insurance executives ap- 
peared well pleased with the appoint- 
ment and were expected to cooperate 
with the new insurance commissioner. 

Fischer upon taking office announced 
he had resigned as a director of the 
lowa Home Owners Mutual, and also 
had retired as secretary-treasurer. 

Pew was credited with doing a fine job 
4S commissioner. He recently was host 
to the National meeting of insurance 
commissioners and was a zone chairman. 
He was chief deputy under Commis- 
sioner Murphy. 
sha mmissioner Fischer has announced 
be Pye Kirkpatrick of Iowa City will 
pats le Bear oni in the insurance depart- 
— e has been an actuary in the 
. partment for 10 years and served as 
n examiner for four years prior to that. 
+ i fill the vacancy created when 
fo ene Was elevated from first deputy 
Teonmissioner. The vacancy was never 
d ed. John Speidel continues as second 
eputy. 

a Pew acted as commissioner dur- 
as e time that Ray Murphy headed 
al epartment but was given a leave of 
sence when he became national com- 
mander of the American Legion. 





Charles R. Fischer 





Kenneth Fitch, leading producer of 


> Wichita, Kan., office of the New 
ork Life, was reelected secretary of 


the Wichita Club. 


Texas Commissioner 
Post Again Open 


DALLAS, TEX. — The question of 
who will be the next chairman of the 
state insurance board to succeed R. L. 
Daniel is again open. The state senate 
rejected Truett Smith, nominee of Gov- 
ernor O’Daniel for the post. The gov- 
ernor has made no further suggestion 
for the place. 

While it is reported politics played an 
important part in rejection of the West 
Texan, the senate itself is reported as 
taking the action because it felt Smith 
was without sufficient experience in in- 
surance matters. 


Carr Collins Mentioned 


Carr P. Collins, chairman of the board 
Fidelity Union Life, who was named by 
the governor as highway commissioner, 
only to be rejected by the senate, it is 
now reported will be offered the post of 
insurance commissioner, which pays $6,- 
000 a year for a six year term. Earle 
Smyth, president Fidelity Union, is an- 
other mentioned, and still others are 
men from Fort Worth, San Antonio, 
Austin, Palestine and Amarillo. There 
1s a report among insurance men that 
Daniel again will be offered the place. 
His term expired, but he will remain on 
the job until his successor qualifies. 

Sidney Green, Dallas local agent, has 
been mentioned for the post. He is said 
to have the endorsement of Chairman 
E. B. Germany of the Texas Democratic 
executive committee. Mr. Germany is 
a strong O’Daniel man and is mayor of 
Highland Park, Dallas suburb. 





Leuzinger Becomes Fowler's Aid 


CINCINNATI—R. G. Leuzinger has 
been appointed agency manager for the 
L. D. Fowler agency of Connecticut 
Mutual Life. He was formerly manager 
here for Phoenix Mutual. He is chair- 
man of the civics committee of the Cin- 





Assumes Presidency 
of Union Mutual Life 














ROLLAND E. IRISH 


Rolland E. Irish, who has just been 
elected president of the Union Mutual 
Life of Portland, Me., is widely known 
among life executives. As vice-presi- 
dent of that company he has greatly ac- 
celerated its progress. 











cinnati Life Underwriters Association 
and was chairman of life insurance week 
here in 1937. 


Agents of the Atlanta and Charlotte, 
N. C. offices of the Mutual Life of New 
York met in Charlotte to celebrate the 
completion of a contest between the two 
branches which the Charlotte agents 
won. 











RETAIL 


retailer service. 


needs. 


life’s remainder. 
elderly. 


ment. 


hit-or-miss single sum policy. 


Independence Square 


RETAIL SERVICE FOR 


Life insurance is one of the greatest retailers in the United 
States, serving a public made retail-minded by the need for 
The householder does not buy a carload of 
flour at one time, but takes a sack instead, to fit his family’s 
And so should he, in all possible situations, contract 
for the delivery of a periodic package of life insurance money, 
rather than for the dumping of a large single sum into the lap 
of his beneficiary,—packages of retail size, to cover specific 
needs through a term of years or a lifetime. 
Family incomes, various periods. 
packages of bridging money. ' 
spread over a four-year period. 
The Annuities group, chiefly for the quite 
Wholesale money, the large package, of course, for 
business insurance, estate conservation, and mortgage pay- 


Because the public is retail-minded, so made by retail needs, 
contracts for protection’s retail packages are the easiest sold. 
And their basic amount is higher than that of the casual 


+ + 


THE PENN MUTUAL LIFE INSURANCE CO. 
Wn. H. Kincs.ey, Chairman of the Board 


NEEDS 


For example :— 
Salary continuance, a few 
Educational fund, usually 

Retirement incomes, for 
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JoHN A. STEVENSON, President 
PHILADELPHIA 























Railroad Investors 
Are Organizing 


Labor and Shippers Get- 
ting Too Much Through 
Efficient Cooperation 


Insurance companies are interested 
in watching the operations of a new 
movement for the protection of railroad 
investors. While insurance companies 
have large railroad holdings, there are 
about 2,000,000 railroad investors all 
told. Representative Pettengill, In- 
diana, chairman of the House interstate 
commerce committee, recently stated 
that he could not recall, in his eight 
years’ experience, any railroad investors 
speaking to him in regard to _ legisla- 
tion either while he was in his home 
district or in Washington. There are 
about 5,000 railroad investors, on the 
average, in each congressional district. 


S. O. Dunn Is Chairman 


Samuel O. Dunn, who made a great 
reputation as editor of Railway Age, 
and is now chairman of the Simmons- 
Boardman Publishing Company, is 
temporary chairman of a movement to 
organize state associations of railroad 
investors. The object is to secure their 
influence in behalf of pending legisla- 
tion which will improve the position of 
rail securities. Advisory boards of sev- 
eral hundred members are being organ- 
ized in each state, to determine what 
legislation the state association will 
support or oppose. 

Instead of employing paid represen- 
tatives to present arguments to con- 
gress, it assists the investor in doing 
this for himself. It is considered a job 
which only the investor himself can 
do, as no one has quite so much influ- 
ence with a member of Congress as 
those who elected him. 


Insurance Men Among Leaders 


The national body is the National 
Conference of Investors, 123 Liberty 
street, New York. Among the national 
directors are T. E. Braniff, Oklahoma, 
and Wallace J. Falvey, vice-president 
Massachusetts Bonding of Boston. 

The organization of railroad investors 
is practically in self-defense. Other 
groups concerned with railroads, such 
as the employes, shippers and compe- 
titive forms of transportation, have so 
organized their membership that their 
views are systematically presented di- 
rectly to members of Congress by their 
own constituents. Unfortunately for 
railroad investors, this procedure has 
been highly successful. 

The National Conference of Investors 
is convinced that national associations, 
as such, are wholly incapable of: secur- 
ing home influence. For this reason 
state units are being formed. County 
committees will be organized. These 
have already functioned successfully in 
New York on state legislation. Fred- 
erick D. Russell, president Security Mu- 
tual Life, Binghamton, N. Y., is active 
in the association in that state. 


—=s 


Julian Remains in 


Consolidation 


BIRMINGHAM—tThe Alabama in- 
surance bureau now is a part of the 
newly created state department of com- 
merce. A bill has been passed by the 
legislature and signed by the governor 
establishing the new department which 
combines the old departments of bank- 
ing. insurance and building and loan. 

Frank N. Julian remains as insurance 
superintendent at a salary of $3,600 and 
Tames B. Little, Gadsden banker, was 
apnointed to head the consolidated de- 
partment. 





Fred C. Williams, special agent New 
England Mutual Life, Lincoln, Neb., was 
elected president of the council of wel- 
fare agencies. 
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Minnesota Mutual's 
Family Policy to Be 
Production Factor 


Featured at the annual agency con- 
vention at San Antonio, Tex., last week, 
the family policy of the Minnesota Mu- 
tual seems likely to become a_ more 
important factor in the production of 
business this year. This policy, which 
was discussed at the convention by H. 
W. Allstrom, vice-president and actuary, 
was put on the market in March, 1938. 
During the nine months of last year, the 
production on it was $3,512,000. The 
amount of the average policy was $1,- 
900 as compared with $2,500 on regular 
policy forms. 

The family policy provides coverage 
for an entire family in one policy. Units 
of $250 are written at one-fourth of the 
regular annual rate. Women are writ- 
ten at the same rates as men. The 
policy is written on the nonmedicai 
basis under 45 and up to a limit of 
$3,500, but the amount is unlimited on 
the examined basis. Any number of 
units may be written on any life, but in 
every case the father must buy at least 
one unit. 


Termed Family Group Policy 


T. D. Carnahan, Des Moines, said that 
he refers to it as a family group policy, 
and makes the point that group insur- 
ance is usually obtainable only when 
50 or more are covered. Mrs. G. A. 
Ralls, Houston, Tex., who wrote 96 
family policies last year, said that the 
policy has a strong appeal when payroll 
deduction is being considered, and that 
the lapse ratio on the salary deduction 
cases she has written has been lower 
than on regular business. 

P. F. Jenkins, Tacoma, Wash., said 
the industrial agent expects to get $30 
to $80 a year from average home. The 
family policy can be made to produce 
more than that and in a larger number 
of homes. Coverage for the whole fam- 
ily can be sold when personal insurance 
on the head of the family alone does not 
appeal. Mr. Jenkins said that family 
policy sales create valuable prospect lists 
for later years. 

Martin Navin, Chicago, who sold _ 52 
family policies in 1938, said the poficy 
appeals most to those with an income 
of $40 to $75 weekly. To such families 
it can be sold to the extent of about 
$5 a month, or as the industrial agent 
would express it, $1.25 a week. 


Life Men Participate in 
Pittsburgh Insurance Day 


Although the observance of Pitts- 
burgh Insurance Day Monday was pri- 
marily a fire and casualty affair, a large 
number of life insurance men attended 
the luncheon meeting that was ad- 
dressed by Congressman Martin Dies of 
Texas. Seated at the head table were 
Frank C. Wigginton, Bankers Life of 
Iowa, president Pittsburgh Life Under- 
writers Association, and E. M. Aiken, 
secretary of that association. At the 
banquet Steacy Webster, Provident Mu- 
tual, president Pennsylvania Life Un- 
derwriters Association, was one of the 
“honor guests” at the head table. Jay 
N. Jamison, vice-president of Reliance 
Life, and J. D. Van Scoten, vice-presi- 
dent Standard Life of Pittsburgh, were 
also honored in this way. 

Insurance Director Palmer of Illinois 
was the toastmaster and M. H. Taggart, 
who was just recently appointed com- 
missioner of Pennsylvania, gave a brief, 
dignified talk in which he stated that his 
immediate task is to get together a com- 
petent personnel for the department. He 
said it is the job of the insurance su- 
pervisor to keep the roof from leaking 
and it is the job of the insurance indus- 
try to keep the house clean. 








G. TT. Reavis, Austin, Tex.. agency 
manager the Seaboard Life. has been 
elected president of the Austin Ex-Stu- 
dent Association of Southwestern Uni- 
versity, Georgetown, Tex. 





Chicagoan General Agents 
Association Head 








WILLARD EWING 


Willard Ewing, who recently was ap- 
pointed general agent in Chicago by the 
Provident Mutual Life, has also been 
elected president of the company’s Gen- 
eral Agents Association. 

He is a former Life Underwriters As- 
sociation president, was general agent in 
Kansas City before going to Chicago, and 
previously was in the home office at 
Philadelphia in agency supervision and 
executive duties. 





New Commerce Decision 
Not Wholly Impossible 





At the February meeting of the Chi- 
cago Life Insurance Lawyers Club, 
Clyde J. Cover, assistant counsel Lin- 
coln National Life, discussed the sub- 
ject, “Does the Commerce Clause Apply 
to the Business of Life Insurance?” Mr. 
Cover started with the proposition that 
the law is in a constant state of change. 
Old doctrines and ideas are under the 
judicial and legislative microscope for 
revaluation in the light of present day 
conditions and needs. 

The original case holding that insur- 
ance is not commerce was Paul vs. Vir- 
ginia, in which an agent in West Vir- 
ginia claimed the protection of the com- 
merce clause of the constitution against 
a conviction for selling insurance with- 
out a license. This was in 1868. The 
court said, “issuing a policy of insurance 
is not a transaction of commerce.” 


First Life Insurance Case 


The Paul case was adhered to in 
other decisions, but the next great land- 
mark, the first in life insurance, was New 
York Life vs. Deer Lodge County, from 
Montana. While the court again ruled 
that insurance is not commerce it is 
observed that Justices Hughes and Van 
Devanter did not concur. The Deer 
Lodge decision reiterated that “contracts 
of insurance are not commerce at all, 
neither state nor interstate.” 

Admitting the apparent fixity of the 
opinion of the Supreme Court on com- 
merce and insurance, Mr. Cover recalls 
the recent overthrow of the case of 
Smith vs. Tyson by a recent decision 
in Erie Railway Company vs. Tompkins. 
The principles of the Tyson case had 
seemed equally established and reestab- 
lished. 


Later Decisions Lean Other Way 


Significant, furthermore, are the rul- 
ings of the court in the lottery cases, the 
telegraph cases and the radio cases. A 
lottery ticket in its aspects as commerce 
is hard to distinguish from an insurance 
policy. The transmission of telegraphic 
intelligence bears a resemblance to com- 
municating acceptance of a contract. 
The transmission of electric power, by 
wire or through the air, has been held 
by the supreme court to be commerce. 

The decisions uvholding phases of the 


Debate Nebraska 


Department Probe 


LINCOLN, NEB.—The form that 
the legislative inquiry into the insurance 
business will take will be determined at 
the session Feb. 17, it was decided fol- 
lowing unanimous action of the bank- 
ing and insurance committee reporting 
the Miller resolution out to the floor. 
The limited discussion and absence of 
any objections indicated an investigation 
is assured. 

The Miller resolution limits activities 
of the committee to be named to an 
inquiry into conflicting statements made 
with respect to handling of affairs by the 
department, and carries only a $2,000 
appropriation. It was amended to strike 
out a clause promising immunity to wit- 
nesses. 


Has Unique Tax Proposal 


Senator Craven, who wants the in- 
quiry broadened to cover company prac- 
tices, asked for a week’s time to pre- 
pare a resolution expressing his opinion 
as to the scope of the proposed investi- 
gation, and to find out if the legislature 
legally can tax salaries and commis- 
sions of insurance company executives 
2 percent to finance the cost of the in- 
quiry. The present temper of the legis- 
lature indicates that if the treasury must 
pay the cost the investigation will be 
limited in extent. 

Senator Miller told the committee the 
Craven proposal was too radical; that 
he had no intention either of smearing 
or whitewashing anybody. He said 
under the law it is too easy to write 
insurance in Nebraska. 

He said he believed the department 
had done what it could. 

Insurance Director Smrha said the 
department would welcome the oppor- 
tunity to relate difficulties of administra- 
tion and discuss remedial legislation. 
Under existing laws benefits accrue 
more to attorneys who begin lawsuits 
than to policyholders. The department, 
he said, has little power, yet the public 
belief is that it can afford complete pro- 
tection against loss. 

A number of members believe the 
situation can be remedied only by a re- 
vised code, and that this may be the 
main result of any inquiry. 

Senator Craven indicated various mat- 
ters that he wanted probed, including 
salaries paid and handling of reserve 
funds. 





New Policies for Old 


Joseph Schwartz, 115 North Broad 
street, Philadelphia, has issued a booklet 
entitled “New Policies for Old,” expos- 
ing the independent insurance counselors, 
whose business is largely twisting. It 
brings out the points made by the coun- 
selors. Then it takes up the question of 
whether it pays to convert a policy. An- 
other chapter is devoted to how to sepa- 
rate cash values from the actual insur- 
ance. It is shown that life companies 
charge only for yearly renewable term 
insurance in cash value policies and the 
cash value is kept separate from the in- 
surance features. He tells about the au- 
tomatic conversion form. Then he gives 
a number of questions and answers. 





L. F. Richardson, Dallas agent of Lin- 
coln National Life, has been named most 
valuable agent of the company for 1938. 
The awarding of this top honor depends 
not only on volume but also on all- 
around sales record. Since affiliating 
with the company in May, 1924, Mr. 
Richardson has established an outstand- 
ing personal production record. 








to Mr. Cover of great significance. They 
not only accept the principle of regula- 
tion by Congress of incidents connected 
with commerce, but they are also signs 
of changes in the law. It may be ob- 
served that Justice Hughes, who did not 
concur in the Deer Lodge case, is now 
a strong influence in the court as chief 








National Labor Relations Board seem 





justice, 
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American Life Conventioy 
Committees Are Appointed 





































Cc. A. CRAIG, Nashville 






The committee appointed by th 
American Life Convention to make w 
its program for the next annual conver. 
tion consists of C. A. Craig, Nationa 
Lite & Accident; G. S. Nollen, Banker 
Life of Iowa, and T. A. Phillips, Minne. 
sota Mutual. 






The chairmen of the other com: 
mittees are: Actuarial, R. E. Moyer, 
Continental Assurance; Agents and 
agencies, Armstrong, Travel: 


ers; aviation, D. E. Waggoner, Unite/ 
Fidelity Life of Dallas; blanks, W. P. 
Coler, American United Life; creden- 
tials, F. L. Alexander, Lafayette Life; 
departmental supervision, C. W. Young, 
Monarch Life, Springfield, Mass.; finance, 
C. F. O’Donnell, Southwestern Life, Dal- 
las; grievances, Ellsworth Regensteir, 
Kentucky Home Mutual; investment, B 
J. Perry, Massachusetts Mutual; medical 
examinations, Dr. D. B. Cragin, Aetm 
Life; membership, L. D. Cavanaugh, 
Federal Life; next annual meeting, Isai 
Miller Hamilton, Federal Life; public 
relations, A. F. Hall, Lincoln National; 
resolutions, M. A. Hyde, secretary Se 
curity Mutual Life, Lincoln, Neb.; taxes, 
F. W. McAllister, Kansas City Life; to- 
tal and permanent disability, G. W. 
Bourke, Sun Life of Canada; under av- 
erage lives, E. C. Henderson, Connecti 
cut General; uniform laws, E. J. McGiv- 
ney, Pan-American Life; valuation of as- 
sets, G. S. Nollen, Bankers Life of Iowa. 








Davenport Man Has Record 
of 27 Years “App” a Week 


Here is another life agent with 4 
great record of an application a week 
and this extends over 27 years. He is A. 
J. Thomas in the Carl LeBuhn agency 
of the Massachusetts Mutual Life at 
Davenport. Mr. LeBuhn found Mr. 
Thomas selling bananas in 1911. He de- 
cided to give up a job where he wa: 
earning $75 a month and started to sell 
life insurance. In his first and leanest 
year he earned $4,000 in first year com- 
missions and $3,000 in renewals. Mr. 
LeBuhn.then was with the Phoenix Mt- 
tual. He told Mr. Thomas that if he 
strove for a weekly record of production 
that would make him successful. He 
had riearly three years of continuous 
weekly production in the Phoenix and 
then joined the Massachusetts Mutual, 
June 1, 1914. Mr. LeBuhn says that 
since June 13, 1911, he has never failed 
to secure at least one application a week 
even though there have been a dozen of 
more very close calls brought about by 
business disappointments, sickness 
death in the family or some perplexing 
situations. 











James H. Moorcroft of Detroit and lL. 
B. Breneman of Lancaster, Pa., agents 
Midland Mutual, have completed seven 
years of consecutive weekly production. 
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Regional Meeting 
Plan Adopted by 
Minnesota Mutual 


San Antonio Gathering 
Is Last Big Round-up 
to Be Held 


By H. J. BURRIDGE 


Last week’s agency convention of 
Minnesota Mutual Life at San Antonio, 
Tex., was the last general gathering to 
be held of the company’s field force from 
the 27 states in which it operates, ac- 
cording to the present plan. It has been 
the custom of the Minnesota Mutual to 
hold a big round-up every 18 months. 
Attendance has been based on premium 
volume. 

In the future the same amount of 
money that has been spent for the big 
convention will be used to hold nine re- 
gional meetings during the year at stra- 
tegic points. 

This change in convention arrange- 
ments is being made because the com- 
pany believes that under the one big 
convention set-up the agents who should 
get the stimulation and inspiration pro- 
vided by such a gathering are unable to 
attend. After this, the general agent will 
be permitted to bring any agents he 
cares to to the regional meeting regard- 
less of production up to a stipulated 
limit of expense. This will permit the 
attendance of the low bracket producers 
who may be helped to a higher volume 
by what they learn at the regional meet- 
ings. 


In Line with Company Program 


This is in line with the Minnesota Mu- 
tual’s program of giving closer and more 
personal attention to the average agent. 
The company is committed to a plan of 
having general agents who are capable 
above all else of building a staff of pro- 
ducers. Two years ago, the Minnesota 
Mutual had 112 general agents. Today 
it has 46 who are producing more busi- 
ness than the 112 were able to get. The 
former general agents, who were really 
no more than good personal producers 
and not agency builders, are now dis- 
trict agents. 

The change has reduced operating 
costs, but what is more important, it has 
permitted the agency department to con- 
centrate its efforts on the general agen- 
cies it knows are capable of creating a 
force of self sustaining agents. In this 
way the company is building man power 
through a comparatively small group of 
general agents who have demonstrated 
that they have a special talent for agency 
development. With the Minnesota Mu- 
tual there are no longer any good per- 
sonal producers getting general agents 
commissions for personal production 
only and who are indifferent to or in- 
capable of agency building. 

“Home Folks” Atmosphere 

An outsider at a Minnesota Mutual 
convention is impressed with the intimate, 
“home folks” atmosphere. There is no 
stiffness or formality. Harold J. Cum- 
mings, vice-president and superintendent 
of agencies calls them all by their first 
names—officers, general agents, agents, 
and their wives and children. President 
Phillips is “Phil.” Vice-president and 
general counsel E. A. Roberts is “Bob,” 
and so on down the line. Other speak- 
ers, taking their cue from Mr. Cum- 
mings, do likewise. 

But it is at least mildly astonishing 
to hear Mr. Cummings rattle off the 
first names of wives and children. He 
never misses either on the name or num- 
ber. He never has to refer to notes. 





Minnesota Mutual Highlights 


A. O. Eliason, Keys to City, Annual Dinner 
Are Features at San Antonio Convention 





A welcome member of the convention 
group was A. O. Eliason, formerly gen- 
eral agent St. Paul, who retired several 
years ago because of ill health. In the 
early 1920's, Mr. Eliason was respon- 
sible for nearly half of the Minnesota 
Mutual’s annual production. In 1923 he 
was president National Association of 
Life Underwriters. He and Mrs. Eliasoa 
will stay in San Antonio for the re- 
mainder of the winter. 

* *K x 

John Boyle of Boyle & Boyle, Chicago, 
was unable to attend. His health has 
been impaired for over a year, but he 
will return to his office in about two 
months. Mrs. Boyle made the trip. She 
is well known and popular with Minne- 
sota Mutual conventioneers. 

* * X* 

A police eseort, with sirens blaring, 
conducted the convention party from the 
train to the hotel. This early morning 
commotion somewhat startled the citi- 
zens in the “cradle of Texas liberty.” 

* * * 

Alan D. (“Al”) Harmer, agency secre- 
tary, who usually attends to convention 
details en route, was delayed in St. Paul 
by an attack of influenza. He arrived in 
San Antonio by airplane in time for the 
second business session. 

* *K * 

D. O. Johnson, general agent San An- 
tonio, had charge of entertainment ar- 
rangements, He was warmly commended 
for doing a painstaking and thorough 
job. 

* * * 

Ski jackets made to measure were dis- 
tributed to all in attendance and worn 
throughout the convention. 

*x* * * 

A convention photograph was taken on 
the first day. 

* * * 

Vice-President E. A. Roberts § an- 
nounced that Minnesota Mutual has $50,- 
000,000 in force in Texas, $5,000,000 in 
San Antonio the convention city. 

* * * 

Cc. K. Quin, mayor San Antonio, pre- 

sented a key of the city to Mrs, Phillips 











He knows them, not from memory but 
personal encounter. He thinks and 
speaks of a general agent’s wife and 
children as naturally as he does of the 
general agent himself. It is clear that 
to him there is no such thing as a gen- 
eral agent apart from his family. He 
thinks of his general agents in terms of 
a family unit. 





at the opening session, and Arthur Biard, 
secretary of the Municipal Advertising 
Commission welcomed the conven- 
tioneers. 

*x* *K * 

Among the prominent San Antonio 
guests at President Phillips’ dinner were 
O. P. Schnabel, general agent Jefferson 
Standard, and W. P. Napier, president 
San Antonio Chamber of Commerce and 
Alamo National Bank. 

* * 

At the annual dinner, President Phil- 
lips presented diplomas to the “Presi- 
dent’s Dozen,” the 12 largest producers 
of annual premiums. They were Mrs. G. 
A. Ralls, Houston; R. V. Waln, Cheyenne; 
Cc. L. Hoon, Denver; R. E. Palmer, 
Phoenix; E. M. Moore, Los Angeles; L. C. 
Furniss, Grand Rapids; R. H. Pearson, 
Ft. Worth; T. D. Carnahan, Des Moines; 
D. O. Johnson, San Antonio; W. J. Bate- 
man, Tarboro, N. C.; N. F. Winter, H. B. 
Victor, St. Paul. 

*x* * * 

Dr. P. B. Hill, captain Texas Rangers, 
gave a history of that colorful organiza- 
tion at the annual dinner, and presented 
the home office officials with genuine 
Texas Ranger belts. 

* *K * 

The annual dinner honoring President 
T. A. Phillips was spectacular, fast mov- 
ing and crowded with surprises. Presi- 
dent Phillips and Vice-President Cum- 
mings staged an exhibition game of 
Spanish ping pong. Live animals (goats, 
pigs, mules, etc.) were distributed to the 
official family who were photographed 
with them. In one way or another the 
officers were induced to sit on the “hot 
seat” containing a charge of electricity. 
Mrs. P. A. Diehl, San Antonio, presented 
the six flags of Texas to Mrs. Phillips. A 
floor show and dancing brought the big 
entertainment to a close. 

* * * 

Sam R. Weems, Minnesota Mutual 
veteran who opened Texas for the com- 
pany nearly 20 years ago, distributed a 
large quantity of grapefruit from his 
ranch at Weslaco, Tex., to his convention 
friends. 

* * * 

On the final afternoon in San Antonio, 
there was a sightseeing tour of the city 
ending with a chuck wagon dinner at 
Breckenridge Park. 

*x* *K * 

R. H. Pearson, Ft. Worth, convention 
president, went with the Minnesota Mu- 
tual in 1929. Since then he has put 
$5,000,000 on the books in Ft. Worth, has 
been the convention president for three 
successive years, and has produced an 
applicatior a week for nearly nine years. 





They Know Their Agents 








T. A. PHILLIPS 











H. J. CUMMINGS 


Much of the “homefolk” atmosphere | have made it a point through the years 
of Minnesota Mutual gettogethers is due | to become exceptionally well acquainted 


to the efforts of President T. A. Phillips | 
and Vice-president H. J. Cummings, who 


with not only the agents but also their 
families. 





Phillips Outlines 
Obstacles Confronting 
Life Companies 


Predicts Higher Taxes, 
Acquisition Cost Increase, 








Lower Interest Income 


A thought provoking outline of the 
obstacles confronting the life companies 
today and of the opinion that the “man 
in the street” has of the business wa; 
given by President T. A. Phillips of the 
Minnesota Mutual at the company’s 
agency convention in San Antonio, Tex, 
last week. Mr. Phillips prepares his 
public utterances carefully, and what he 
has to say is always well considered and 
thoroughly studied. 

Life companies are going to pay more 
and additional taxes during the years 
just ahead, Mr. Phillips predicted, and 
nearly all of the costs of conducting the 
business will increase. In addition, so 
far as can be seen, the interest income 
is going to be lower for some time, 
These factors in themselves constitute 
problems not easy of solution, but as if 
they were not enough, it is now becom. 
ing evident that the federal monopoly 
investigation may produce some mud 
slinging, even though it is supposed 
to be an inquiry into the ways in which 
life. insurance investments affect the 
capital market. 


Up to Men in Field 


One question to be raised may be the 
high lapse ratio which has a direct bear- 
ing on policy costs; another the price 
paid to put business on the books. Re- 
garding lapses, Mr. Phillips said that no 
real improvement can be made except 
by the men in the field, and that a 
change for the better will come when 
any field man wants to see any policy in 
any company kept in force. In refer- 
ence to acquisition cost, Mr. Phillips 
remarked that the agent is not being 
paid too much for the case that he 
writes, but is being paid too much for 
the case that he lapses. 


Reserves Opinion on Some Companies 


From a study of the various surveys 
of life insurance that have been made, 
Mr. Phillips said, it is obvious that the 
public has an almost overwhelming be- 
lief in life insurance as an institution, 
but reserves opinion on some companies. 
About 70 percent of the people own a 
policy of some kind, but around 40 per- 
cent carry less than $1,000. Some favor 
government insurance and others gov- 
ernment regulation. There is too large 
a proportion of those having this atti- 
tude and not enough who understand 
the word mutual and the cooperative 
nature of the business, Mr. Phillips said. 


Give Public Better Understanding 


Asa consequence of the investigation 
now in progress in Washington the com- 
panies may, in the very near future, 
have to give the public a better under- 
standing and appreciation of the agency 
system. Mr, Phillips observed that too 
many people feel that the agent gets too 
much for his services; that he is not 
an aid to the buyer; that the agent is 
in business primarily for what he can 
get out of it, and that he is, in fact, un- 
necessary to the conduct of the business. 
Before too much time passes, Mr. Phil- 
lips said, the public must be made to 
understand the real part that the agent 
plays in the life insurance scheme. 

These are the perplexing and even 
discouraging obstacles confronting the 
business, but Mr. Phillips gave as his 
opinion that they can be surmounted. 

(CONTINUED ON PAGE 26) 
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* e 
Financaal Statement AS REPORTED TO THE INSURANCE DEPARTMENTS OF THE STATES IN WHICH WE OPERATE 


DECEMBER 31, 1938 


Assets 


Bonds— 
U.S. Government...... $1,377,595.13 


Canadian Provinces 





$ 371,466.08 








and Cities .......... 555,095.29 
States, Counties and 
other Municipalities.. 2,103,500.42 
Public Utilities ........ 1,386,414.25 
Railroad Equipment 
and Underlying ..... 293,756.86 
Institutional ........... 200,397.96 5,916,759.91 
First Mortgages— 
eae ee $6,925,543.49 
kk outer nee 447,226.68 7,372,770.17 
Coliutessl Loge ........ 6266665056 351,500.00 
Loans to Policyowners............... 2,650,107.19 
Contracts for Deed and Unencum- 
bered Real Estate................. 4,573,162.11 
Premiums Due and Deferred......... 295,139.88 
Interest Due and Accrued and other 
ES 2h Bed ita etry tanning ea eS oi 186,887.62 
TOTAL ADMITTED ASSETS......... $21,717,792.96 


Liabilities 


Policy Reserves 


Death and Disability Reserves Pay- 
able in Installments............... 


Taxes and other Governmental Fees 
ST TI «ov oo desc iccdecedass 


Death and other Policy Claims Pend- 
ing 


Premium and other payments made 
in advance of due dates........... 


Other unclassified items of Liabilities 


Reserves for Fluctuation in Assets and 
General Contingencies 


Unassigned Surplus 


Capital Stock 


$18,299,022.70 


760,136.65 


42,907.82 


112,734.04 


72,560.94 


198,929.43 
23,481.84 


479,060.16 
728,959.38 
1,000,000.00 














@ Diversification of Assets 
29%, in Cash and Bonds, the latter having a 
$6,049,216.97. 


Interesting Facts 
The improvements on these properties are depreciated each year. The 


total depreciation since acquired amounts to $353,446.38. 


@ Admitted Assets increased $1,167,938.67 as compared to $1,067,302.52 


market value of 


34%, in Mortgages in improved City and Farm properties. 


112% in Collateral Loans secured by qualified first 
12% in Loans to Policyowners. 


mortgages. 


Although Reserves increased $953,- 


327.28 during the year, loans to Policyowners increased only $14,- 


886.00. 


21%, in Contracts for Deed and Unencumbered Real Estate. The gross 
rents and interest on these properties was in excess of 6% for the year. 


LIFE INSURANCE IN FORCE, DECEMBER 31,1938 . . . . 


in 1937. 


$21,717,792.96 


They exceeded Policy Reserves and other Liabilities by 


$2,208,019.54, which is equal to $1.10 of Admitted Assets for each $1.00 


of Policyowners’ Reserves and Current Liabilities. 


@ Life Insurance in force showed a net gain for the year of $771,955.00. 


@ Accident and Health Premiums for 1938 exceeded 
more than 19%. 


those of 1937 by 


$78,502,216.00 


Payments to Life, Accident and Health Policyowners and Beneficiaries for the year totaled $1,435,687.00, 
and since organization $20,945,371.00. 


LIFE « ACCIDENT - HEALTH 














FieNATIONAL UNDERWRITER 


February 17, 1939 








LIFE SALES RECORDS 





Bankers Life, Ia.—Its new business is- 
sued last year was $59,635,484 and insur- 
ance in force is now $752,119,649. 

go pe Mutual Life, Binghamton, 

Y.—January paid business increased 
39 percent. December surpassed all 
months for the past eight years. 

Indianapolis Life—January, 1939, ex- 
ceeded January, 1938, by 24.8 percent. 
Every state in which the company oper- 
ates, but one, showed increase. Indiana, 
Texas, Illinois, Ohio and Michigan led 
for the month. A two-day agency con- 
vention was held at the home office with 
leading agents from Indiana, Illinois, 
Ohio, Iowa, Michigan and Minnesota, 
A. H. Kahler being in charge of sessions 
and home office officials speaking. New 
sales and service plans were presented. 

Sun Life, Canada—Five United States 
agents led the entire world agency force 
of the Sun Life of Canada during 
January: Ernest Pomerantz, Philadel- 
phia; Ray H. Kotte, Cincinnati; H. A. 
Satterwhite, Pittsburgh; C. J. Murphy, 
Chicago; Cassie Cohen, Des Moines. 
Mrs. E. H. Edmiston, Denver, was 
leading woman producer. The western 
U. S. division showed a gain of 40 per- 





cent in January and Minnesota led the 
branches with a 236 percent increase. 

Union Central January with $11,393,- 
099 paid for business topped all January 
records in eight years, with the excep- 
tion of 1935. There was a net gain of 
$2,000,000 business in force. The C. B. 
Knight agency, New York, led with 314 
new cases for $2,778,807, followed by 
Mark S. Trueblood, Los Angeles, 33 
cases for $555,736, and Jull C. Benson, 
Cincinnati, 87 cases for $509,270. Busi- 
ness was 84 percent ahead of 1938. 

Ohio State Life paid production in 
January gained 88.€ percent. Insur- 
ance in force increased to more than 
$96,000,000. 

Equitable Life, Ia—January paid-for 
business totaled $5,648,253, or 45.8 per- 
cent more than January, 1938; largest 
January business since 1930 and fourth 
successive monthly gain. 

E. A. Woods Co., general agent Equita- 
ble Society, Pittsburgh—President W. M. 
Duff headed the honor roll of the agency 
in January with 12 paid cases and vol- 
ume in excess of $186,000, leading the 
field of 875 agents. He was the first 
member to qualify for one of the Equita- 





ble’s 1939 clubs, becoming a member of 
the $100,000. 


Atlantic Agency of Atlantic Life, 
headed by A. O. Swink, reports paid 
business in January approximately 50 
percent ahead of January last year and 
about on a par with December, 1938. 

Stuart F. Smith, Connecticut General 
Life, Philadelphia— January premiums 
$200,000, half of the volume for all of 
1938. 

Arthur P. Shugg, Aetna Life, St. Louis 
general agent—Paid life business 
in January showed a 143 percent in- 
crease. Number of cases and written 
volume were largest in the history of 
the agency for that month. As of Feb. 
11 paid life business has already equalled 
the business paid in February, 1938. 

H. G. Swanson, general agent New 
England Mutual, Chicago, Agency paid 
for $1,550,000 in January, taking second 
place countrywide in the company. 

J. G. MacConnell, general agent Home 
Life of New York, Los Angeles, recorded 
paid business in January, with 300 per- 
cent increase over January, 1938. Aver- 
age policy in 1938 was $4,970. 

C. Vernon Bowes, Rochester, N. Y., New 
England Mutual Life—paid showed 35 
percent gain in 1938. Single premium 
annuity sales increased 230 percent and 
annual premium annuity 700 percent. 


Harry Weingarden, manager of the 
Northern Life of London, Ont., in De- 
troit, led the field on basis of settled 
business in 19388. 
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x * Highlights of PROGRESS Made in 1938 Over 1937 


* First Year Premiums 1 4 
* Renewal Premiums 


* Total Premiums 


12 


* Interest Income 


* Total Income 


22% GAIN 
6.3% Gain 
75% GAIN 
1% Gain 
8.0% cain 


INSURANCE IN FORCE INCREASED TO 


$110,931,429 


LARGEST VOLUME IN THE 
COMPANY'S HISTORY |! 


* Tota 


Paid Policyholders 
and Beneficiaries 


* Total Assets 
* Legal Reserves 
* Total Surplus 


* Insurance in Force 


EPORT 





16.7% can 
724% GAIN 
9.0% cain 

32.6% cain 


ee 
—= 





STOCKS 


H. W. Cornelius of Bacon, Whipple 
& Co., 135 South La Salle street, Chi- 
cago, gave the following stock quota- 
tions for life companies as of Feb. 14, 
1939: 


Par Div.* Bid Asked 
Aetna Life ..... 10 1.35* 28 30 
Central, Ti. .... 20 Here 9 12 
Cent. States Life 5 2% 3% 
Columb. Nat. L.. 100 cas 68 73 
Conn. General .. 10 .80 26 28 
Contl. Assurance . 2.00 38 40 
Federal Life ... eats 4% 5% 
Great Southn. L. i0 1.30 21 23 
Kan. City Life..100 16.00 345 355 
life @& Cas:..... 3 -50 12 14 
Lincoln Natl. ... 10 1.20 25% 27% 
New World _— 10 -40 5% 6y 
No. Amer, Life.. 10 2% 3 


N. W. National. 2 160° 42°48 


Ohio National... 1.25 25 27 
Old Line Life... 10 -60 10 12 
Philadel. Life... 10 Shere 2 3 
Sun Life, Can...100 15.00 430 450 
Travelers ...... 00 16.00 447 454 
Union Cent. Life 20 1.20 25 30 
Wis. National... 10 1.00 15 17 





*Includes extras, 


Closing Starts When Agent 
First Sees Prospect 


CINCINNATI—“Closing,” said Mil- 
ton Sherman, general agent Connecti- 
cut Mutual, Buffalo, speaking at a meet- 
ing of the Cincinnati Life Underwriters 
Association, “starts. when the agent first 
sees his prospect.” Mr. Sherman de- 
clared that he had eliminated all closing 
terminology from his vocabulary. He 
said that he gave the prospect “all I’ve 
got.” The time to close is when “you 
see the man swallow his Adam’s apple.” 
Prospects may speak differently, but 
they all hear alike, therefore Mr. Sher- 
man believes in standardizing what he 
has to say. 

ie: Fowler, Cincinnati general 
agent Connecticut Mutual, introduced 
Mr. Sherman. 


Scott Anderson, service manager of 
the Equitable Life of Iowa, was the 
main speaker at a meeting in Mt. Pleas- 
ant, Ia. honoring Newell C. Day, gen- 
eral agent there, on completion of 20 
years service. 


NEWS OF WEEK 


R. B. Mitchell, associate editor of The 
National Underwriter at its New York 
office, writes first hand observations of 
the SEC life insurance investigation. 

Page 1 
* * 


Plans are rapidly nearing completion 
for the mid-year meeting of the Na- 
tional Association of Life Underwriters 
in Louisville March 31-April 1. 


* OK 


R. E. Irish elected president of Union 
Mutual Life and W. B. Drummond chair- 
man of board. Page 1 











Page 1 


* KF * 


Charles R. Fischer, former Onawa, Ia.. 

insurance man and banker, named Iowa 

insurance commissioner, succeeding M. 

V. Pew, to serve short term to July 1, 

with likelihood of reappointment then 

for full term. Page 3 
* *K x 


Roy L. Davis, assistant Illinois insur- 
ance director, tells about the magnitude 
of insurance operations in the state. 

Page 28 
* * x 


American Life Convention announces 

personnel of its standing committees for 

the year. Page 4 
* * * 


Victor B. Harris, who has been assist- 
ant superintendent in charge of Cana- 
dian agencies of the Sun Life, becomes 
superintendent of agencies in central 
S. division. Page 15 


* OK 


T. A. Phillips, Minnesota Mutual, pre- 
dicts higher taxes, greater acquisition 
costs, lower interest income for life com- 
panies. Page 6 
* * * 


San Antonio conclave is last big round- 
up as Minnesota Mutual adopts regional 





1.6% Gain 


plan for future conventions. Page 6 
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Interest Now in 
What SEC Proposes 


(CONTINUED FROM PAGE 1) 


ment agencies which were to make the 
studies and present them to the com- 
mittee. Congress, via its monopoly com- 
mittee members, has had a chance to ap- 
praise the job done by the government 
departments and is in a position to clamp 
down on anything that it thinks is de- 
generating into a witch hunt. 

There is some talk of holding addi- 
tional hearings on life insurance in a 
month or so, even before there is timc 
to collect answers to the recent exten- 
sive investment questionnaire. 

The only bit of sensationalism was tes- 
timony by a dozen Metropolitan agents, 
all or most of them CIO malcontents, 
that had “forged” policyholders’ names 
in biennial elections of directors. The 
SEC may have cause to regret this dra- 
matic move, however, as the enraged 
protests of thousands of Metropolitan 
agents denying all knowledge of the 
practice brought out into the open that 
the august SEC, with its regulatory, 
quasi-judicial powers, had linked itself 
with the CIO or at least permitted itself 
to be used in the CIO’s aim of doing all 
in its power to discredit the Metropoli- 
tan. 





Fidelity Testimony Barred 


Following an executive session to con- 
sider the question, Vice-chairman Sum- 
ners announced that the committee had 
decided against hearing representatives 
of 1,800 members of the Employes Fi- 
delity Association, who denied all knowl- 
edge or practice of ballot forgery. While 
refusing to hear S. I. Roth, head of the 
E. F. O., or accept a statement from him 
for the record, Sumners said that the 
committee was taking official cognizance 
of the fact that 1,800 agents comprising 
the E. F. O. had volunteered to testify 
under oath that they did not practice or 
know of ballot forgery and that the same 
recognition applied to other Metropoli- 
tan agents not affiliated with the E. F. O. 
(which operates only in the New York 
area) who had protested against vote- 
forgery implications. 

Sumners said the ballot forgery testi- 
mony had been given “a distorted em- 
phasis and significance”; that the SEC 
had told the committee that “evidence 
as to some false ballots” was present 
merely as “illuminating the character of 
the election machinery,” that the SEC 
stated further that the evidence was in- 
troduced “not to show that the practice 
was widespread but simply and solely for 
the purpose of’showing some aspects of 
the procedure of elections.” 


Contradiction Is Found 


While it is true that Examiner Ger- 
hard Gesell specifically denied any im- 
plication of criminal intent, yet the ob- 
vious emphasis was on the wide spread 
of the practice, nothing whatever being 
brought out to indicate that while it 
might prevail in some localities there 
might be others where it was unknown. 
The SEC’s statement to the committee 
that its aim was “simply and solely” to 
show “some aspects of the procedure of 
elections” contrasts sharply with Ge- 
sell’s earlier attitude and all the general 
indications that the SEC was prepared 
to parade witnesses indefinitely who 
would testify to the prevalence of elec- 
tion irregularities. 


Makes Valuable Point 


_t. A. Buckner, chairman of New 
York Life, was the principal witness 
Wednesday morning. Like ‘Chairman 
Ecker of the Metropolitan last week, he 
made an outstanding witness for his 
Company and the entire life insurance 
business. Asked by Gesell whether in- 
crease in size did not perhaps mean 
higher Insurance costs for policyholders 
already in the company, Mr. Buckner 
Pointed out that acquisition of new busi- 
ness does not affect the insurance costs 
of policyholders already on the books. 


n 





Gesell seemed surprised at this and Mr. 
Buckner’s readiness to furnish figures in 
support of his statement. 

Mr. Buckner also made a valuable 
point against the general implications of 
Gesell that if it could be shown that ex- 
penses have increased as companies have 
grown, it would be an argument against 
greater size. Mr. Buckner pointed out 
that conditions of the last 10 years in the 
investment field and elsewhere have been 
so disturbed that no such inference could 
be validly drawn. 

The other witness Wednesday morn- 
ing was Mitchell Follansbee, Chicago 
lawyer, a director of the Metropolitan. 
Gesell brought out that Mr. Follansbee’s 





law firm has represented the Metropoli- 
tan while he was a director, at the same 
time making it clear that the SEC al- 
leged no breach of law or company pol- 
icy nor did it question the reasonableness 
of Mr. Follansbee’s legal fees. 


Discloses SEC Proposal 


Not until the close of the first week’s 
hearings did the SEC give any hint oi 
what it will propose when all the smoke 
has cleared away—of what it would say 
if the companies collectively were to say, 
“All right, suppose we were to say that 
everything you are trying to prove is 
true. What do you want done about it?” 

To reporters after the adjournment 








announcement Friday, Chairman Dou- 
glas of the SEC told what the SEC 
would propose. After stating with much 
emphasis that the testimony about the 
“forged” ballots in the Metropolitan Life 
biennial election of directors was abso- 
lutely no reflection on the financial con- 
dition of the company, the integrity of 
the legal reserve system or on the qual- 
ity of management, but merely on the 
type of election machinery, he said that 
the purpose of introducing the testimony 
was so that ways and means could be 
worked out “for improving this concept 
of mutuality in actual practice,” and that 
the committee expected to be able io 
give the Temporary National Economic 














Insurance in Force 
Admitted Assets . 


General Surplus. 


Bonde. .« « «+ 


All other Assets . 
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LIFE INSURANCE COMPANY 


OF BOSTON, MASSACHUSETTS 


SEVENTY-SIXTH ANNUAL STATEMENT AS OF DECEMBER 31, 1938 





Including: The legal reserve on policies in force... 
Dividends to policyholders payable in 1939 


e e e e . e e ° e e 


Liabilities (or assets definitely pledged in contractual obligations) 


$761,541,356.00 
19,567,271.14 


Contingency Reserve held for asset fluctuation . . . 


Total Surplus Resources . . . + - - «= « 


SUMMARY OF ASSETS 


Stocks (all at market value, December 31,1938) . «© «© «© 
Mortgages on Rea! Estate. . «© «© «© «© «© « -s 


Loans on Company’s Policies . . . « «© «© « 


A copy of the complete Annual Statement will be sent on request 


In 1938 there was an increase in insurance in force; in assets; and in surplus funds. 
Dividends to policyholders for 1939 are maintained on the same scale as for 1937 


and 1938; and the amount to be paid is $19,567,271, an increase of $1,163,482 
over the amount set aside for last year. The surplus is 9.65% of the liabilities 


Total payments to policyholders for the year 1938 equalled $92,791,267, an 
average of $308,277 for every business day. 
Payments to policyholders since the organization of the company, plus reserves 
now held for the fulfillment of their several contracts, aggregate $2,177,390,680. 
GUY W. COX, President. 





This Company offers all approved forms of life insurance in large or small amounts, 
including group coverage; also annuities for individuals and pension and retirement 
plans for corporations and educational institutions. 





- $4,175,557,199.00 
. 920,507,589.11 
. 839,497,228.26 


° $25,000,000.00 
. 56,010,360.85 


- $81,010,360.85 


° $491,969,850.29 
. 21,127,240.35 
° 163,724,550.83 
° 91,785,173.94 
° 151,900,773.70 


- $920,507,589.11 
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Committee “some concrete suggestions 
for improving the quality of the election 
machinery on the constructive side.” 

In response to a query Douglas said 
that the testimony might “very well be a 
reflection on existing laws covering elec- 
tions.’ Summing up the testimony, 
Douglas said that it had been brought 
out that there is no such thing as com- 
petition in the election; that as far as 
elections are concerned, mutuality is a 
“sheer myth” in the Metropolitan, and 
later testimony would present some ele- 
ments of similarity in other companies 
and some elements of contrast; that 
since in terms of actual practice there 
can be no rival slate, “the truth is that 
ballot gathering takes place after the 
election is held and that its purpose is 
mere window-dressing for the self-per- 
petuation” of the existing management; 
that “agents, who knew how useless 
these ballots were, developed a custom of 
signing for each other;” that “evidence 
shows that the election is a mockery of 
true mutuality and knocks into a cocked 
hat the argument that it is anything 
more than that.” 


Interest in Proposals 


While Douglas’s intimation of what 
sort of “concrete suggestions” are of 
outstanding interest to the life insurance 
business, daily papers and the press as- 





sociations appear to have passed over it 
entirely. Even the extensive coverage 
of the New York “Times” though quot- 
ing nearly everything else that Douglas 
said, as well as the Metropolitan’s full 
statement denying the spread of the al- 
leged practice and offering witnesses to 
prove it, failed to mention Douglas’s pro- 
posal for improving the situation. 


Interest in What SEC Is Up To 


Life people are tremendously inter- 
ested in what the SEC is up to. Obvi- 
ously it is not going to conclude its case 
by merely muttering sadly that size has 
its problems. Is it going to ask that 
supervision over policyholder elections 
be placed in its hands? Does it have the 
idea that it would be desirable to give 
an election of directors by policyholders 
all the attributes of a presidential elec- 
tion, complete with torchlight parades, 
sound trucks, and coast-to-coast radio 
hook-ups with speeches by rival candi- 
dates denouncing the other side as in- 
competents fit only to squander the pol- 
icyholder’s hard-earned money? 

Perhaps by the time all the testimony 
is in it will have dawned on the SEC 
that there is an element of safety in mak- 
ing it hard for a rival group to organize 
and set up an anti-administration slate, 
that the law is not for the purpose of 
giving the management a free hand but 





to prevent self-seeking disturbers from 
getting a strategic position with a hand- 
ful of proxies. 

The SEC’s stress on investment prob- 
lems and particularly the content of the 
latest questionnaire, which is extremely 
searching on investments, particularly 
mortgages and real estate non-govern- 
ment bonds, indicate that the SEC is 
concerned less with the effect of life in- 
surance’s $27,000,000,000 of assets on the 
national economy than with effect of size 
and other factors inherent in the present 
life insurance set-up on the investments 
managed by the companies on behalf of 
the policyholders. 


C. I. O. UNION PLAN 


Agents Who Were Militant in 
Advancing Forgery Testi- 
mony Radicals 








This shift in emphasis is best known 
by the 112-page questionnaire on in- 
vestments, which went to 26 of the 
largest companies the week before hear- 
ings started and was not intended to be 
answered in time for use in the current 
hearings. Life men who have looked 
over the questionnaire and are familiar 
with the background of those in the 





1887 BSRRENA 1939 





$59,051,412.73 


PAID ON POLICIES SINCE 1887 


First Mortgage Farm Loans, including Tax Sale Certificates 
aa ies ents a RR OD INN 512. nfs va iw cs0 wo nis onic ses biviw ree WIS SSIS Re aw WMH Asis LNG iaiele sw aE eleione 
Cash Loans on Company Policies.................. 
Bonds, Amortized Value (Less Than Market Value 12- 31-38) 
Real Estate (Including Home Office) 
Real Estate under Gontract GF GIO... os. ookcc ees ve escccese sees sre aegis ts to ats lots Seeestate lets iets 
Interest Accrued (Less items not admitted) 
Deferred and Unreported Premiums 


Due from Reinsurance 


Furniture and Fixtures Account 


Collateral Loans 
Premium Notes 
Stocks 


Reserve (Full Net Level Premium) 
Death Claims Reported, Proofs not completed 
Reserve for Unreported Death Claims 
eA Reniras NNN in REIT os a5 Soles Gray ors on ows loa RD SS MOS AOU Ne eeS Oa SaaS 
Interest and Rents Paid in Advance 


Suspense Accounts 


Dividends and Installments Left with Company and Interest Thereon 


Reserve for Taxes 


Reserve for Salaries, Medical Fees, etc 
Contingency Reserve for Participating Business Written Since January 1, 1915.......... 
Reserve for Policy Dividends (Apportioned and Unapportioned) 


Capital Stock 
Surplus 


UN ae oe | eee esc se 
Total Paid Policyholders........... 
Cash Payments to Living Policyholders. . 





JANUARY FIRST, 1939 


ASSETS 


ee ee ee ee 
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COO SO HSH SE SHE SASH HSE HES OOOH HHO SESH SSH HH SHOES HOSE EH OH EOS EEO RE SOL OL ELE 


Coo erm ee eee eee ESSE EEE EE SHEESH SH OHSS SEES OHHH SES ES EHO OE EH EH HES HH OEE SEEDED 


COPS oe SOSH HSER SEH SETHE SEH HESS SHH OOH OHH OH HEE HOHE OH HSEH OHHH OOOH EH SES EL ECO SES ELEECs 


sindconateeeeserawine sibin oma hwieew nie cetacean sem mica ule Wielee eas wrote encien Tereeiersioine ora $40,784,292.11 


Percentage of Death Losses Paid to Mean Insurance............ 


Percentage of 


1938, Inclusive 





e and Surrender to Mean Insurance 
Average Percentage of Actual to Expected Mortality fos 20 Years, December 31, 1919, to December 31, 


Bankers Life 
Nebraska 


INSURANCE 
COMPANY a 
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sitere entanvsanteeae $ 6,955,583.21 
851,770.33 
8,201,885.17 
14,230,623.27 
9,470,877.32 
226,319.82 
409,336.82 
437,679.33 


30,261.00 


121,458.26 
38,001.35 
290,312.47 
300,000.00 
12,241.43 
1,862,610.25 
4,799,484.75 
500,000.00 
3,583,709.16 


3,423,893.70 
2,677,511.31 
604 


8.386 


SEC insurance examination feel that 
Earl Wightman, former comptroller oj 
the Lincoln National Life and now con. 
sultant to the SEC, is the master ming 
behind the new questionnaire. 

The questionnaire shows a thorough 
knowledge of life company procedure 
and a deft hand at probing, particularly 
in delving into the matter of real estate 
which has been taken over as a result 
of foreclosures, also in connection with 
bonds where the amortized values at 
which these securities are carried on the 
books are in some cases widely different 
from actual market values, even though 
the bonds fulfill all qualifications for the 
amortized status. 


C. I. O. Injects Itself 


Developments of the first week in- 
cluded the C. I. O. union’s declaring its 
interest in the testimony. on _ the 
“forgery” of ballots in the biennial 
policyholder election of directors. No 
one could escape observing that the 
agents who confessed with such obvious 
relish in embarrassing the Metropolitan 
were from localities where the C. I. 0, 
industrial agents’ union has its strong. 
holds. 

Lewis Merrill, general president 
United Office and Professional Workers, 
of which the industrial agents’ union 
is a part, was on hand to hear the testi- 
mony. One of his aides passed out a 
statement denouncing the Metropolitan 
for “managerial pressure put upon 
"leg to obtain signatures” to the bal- 
ots. 


E. F. O. Hits Changes 


News of the “forgeries” led delegates 
of the Employes Fidelity Organization, 
an association of Metropolitan agents 
in the New York City area, to demand 
a chance to appear before the monopoly 
committee and refute the testimony that 
the signing of policyholders names to 
ballots was general. The E. F. O. nun- 
bers about 1,800. President S. I. Roth 
of the E. F. O. in his wire to Chairman 
O’Mahoney attacked Merrill’s statement 
and protested against the committee's 
allowing Merrill to inject himself in 
a phase which has no connection with a 
monopoly investigation He said it was 
a clearcut attempt of a union to use the 
United States government to advance its 
own interests. 

i Callahan, a vice-president of the 

F. O., urged that the delegates go 
. Washington to present their side of 
the case to the committee. The SEC 
and the monopoly committee, however, 
appeared determined to avoid being led 
off the main track of the investigation 
and seemed anxious to keep clear of 
getting involved in any labor disputes. 


Hears E. F. O. Plea 


In spite of the committee’s desire to 
avoid getting in the way of the brick- 
bats aimed by the rival unions at each 
other, Representative Hatton Sumners 
of Texas, presiding in Chairman O’Ma- 
honey’s absence when the committee re- 
convened this week, listened to Mr. 
Roth’s plea that the E. F. O. be heard 
and said that the committee would go 
into executive session after adjournment 
for the day and would decide whether 
to hear the E. F. O. or not. 

Sumners, though cutting off Mr. Roth 
as he was attempting to state his posi- 
tion more fully, said that he wanted to 
be fair but that the question of hearing 
the E. F. O. could not be decided ex- 
cept by the committee in executive ses- 
sion. Sumners said he appreciated that 
the delegation of more than 100 agents 
representing the E. F, O.’s 1,800 mem- 
bers had come all the way from New 
York City but that if the committee de- 
cided to hear the organization’s plea it 
would let Mr. Roth appear as its repre- 
sentative. 


Impressive Showing 


The E. F. O. made an impressive 
showing as its members rose during 
Mr. Roth’s plea. At first Sumners 
seemed annoyed at Mr. Roth for pre- 
senting his request to be heard in what 
was regarded as somewhat irregular 
fashion. However, he quickly showed 





that he appreciated the situation and ex- 
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plained that though the committee 
wished to be courteous, yet the request 
was necessarily one which could be de- 
cided upon only in an executive session. 
However, regardless of the commit- 
tee’s action in refusing an immediate 
hearing, Mr. Roth made his point in the 
matter of newspaper publicity. Not only 
was his coming forward at the close of 
the morning session dramatically well 
timed, but the 100 E. F. O. delegates 
rising from their seats in the spectators’ 
section demonstrated effectively that 
there are still plenty of agents who don’t 
take lightly an accusation that they are 
in the habit of signing other people’s 
names to pieces of paper, even though 
no financial loss or gain is involved. 





POLITICAL BLUNDER? 


Rank and File of Industrial 
Agents Are Said to Resent Im- 
plication That Forgery Is General 





WASHINGTON — Introduction of 
agents’ testimony aimed at proving that 
“forgery” of ballots by agents of policy- 
holders’ names in biennial elections of 
the Metropolitan Life is a common prac- 
tice may well turn out to have been a 
serious political blunder. A __ terrific 
amount of resentment has been aroused 
among the thousands of Metropolitan 
and other industrial agents who don’t 
take lightly the signing of another per- 
son’s name, even in an uncontested elec- 
tion. They are outraged at being classed 
with those agents who admit having 
done it and at the SEC’s distinct impli- 
cation that the practice is widespread. 


Potent in Local Politics 


The political dynamite which the New 
Deal seems to have exploded in its own 
hip pocket is the gratuitous antagonizing 
of thousands of men, widely distributed 
throughout the country, who are ex- 
tremely potent, as a rule, in local poli- 
tics. While home offices steer clear of 
using their policyholders or their agents 
in a political way, the forces that have 
been loosed by the SEC’s sweeping in- 
dictment of industrial agents in the 
mass is beyond the control of home of- 
fice executives. 


Active in Both Parties 


_ Industrial agents are, generally speak- 
ing, among the most active politicai 
workers in their respective communities. 
Distributed among party organizations in 
both the Democratic and Republican 
camps, they are so numerous that they 
are in a position to make their votes 
felt. 

Not only do they feel a keen person- 
nal resentment at being lumped in with 
men who admit wholesale “forgeries” 
and who think nothing of signing other 
people’s names but they recognize the 
business value of a reputation for integ- 
rity, for being the type of person who 
would look with as much distaste on ir- 
regularities in ballot-signing as would 
any member of the monopoly committee. 


SEC Used by CIO 


The impression is that the Securities 
& Exchange Commission, through over- 
eagerness to utilize evidence supporting 
its contention that mutuality is a farce, 
has let itself be used by the CIO indus- 
trial agents’ union in the latter’s effort 
to advance itself by putting the indus- 
trial companies in a hole. Apparently 
what happened was that the CIO people 
managed to convince the SEC that 
“forgery” of ballots is practically uni- 
versal wherever agents are given the job 
of getting ballots signed. 

That the SEC was misled rather than 
making a deliberate attempt to distort 
may be inferred from its failure to call 
any witnesses from territory outside the 
acknowledged strongholds of the CIO 
industrial agents’ union. It would ob- 
viously have been much more convinc- 
ing to have called agents from widely 
separated sections of the country in- 
stead. Of the 12 who testified to having 
forged” ballots or seen others do so, 
two were from the Boston area, five 


from the New York metropolitan area, 
and five from Philadelphia. Two of the 
Philadelphia agents were from the same 
district office. 

It was brought out that large percent- 
ages of the debits of the agents testify- 
ing were persons of foreign birth, many 
of whom could not read or write Eng- 
lish, a fact which in itself should have 
served to make the SEC suspect that the 
conditions being described were far from 
typical. Then, too, the agents testified 
that their policyholders were either not 
interested in the election, failed to un- 
derstand what it was all about, or were 
so suspicious about signing their names, 
particularly those who understand Eng- 





lish poorly or not at all, that they re- 
fused flatly to sign the ballots offered to 
them. 

While the SEC has repeatedly made 
it clear that it alleges no ctlpability in 
connection with its charges of ballot- 
forgery, industrial agents generally have 
not looked upon the accusations with 
any such complacent, boys-will-be-boys 
attitude. In places where there are 
strong non-CIO industrial men’s unions, 
notably New York City with its Em- 
ployes’ Fidelity Organization and Wash- 
ington, D. C., where the National Asso- 
ciation of Industrial Insurance Agents is 
a power, there have been militant pro- 
test and blasts against the agents who 





testified to the prevalence of ballot ir- 
regularities. 

Samuel I. Roth, head of the E. F. O., 
showed up with 100 agents representing 
the organization’s 1,800 members, when 
the committee reopened its hearings this 
week. Monday night the Washington 
“Star” carried a story on an interview 
with representatives of 500 industrial 
agents in Washington who denied that 
ballot forging went on. 

In other cities and communities where 
industrial agents are less thoroughly or- 
ganized, resentment is less articulate, but 
just as intense. 

Congressman Carroll Reece of Ten- 
nessee representing the eastern part of 





Bonds 


Premium Notes 


Policy Reserves 


Capital Stock 


Surplus 


CLARIS ADAMS 
President 


Accrued Interest (None past due) 
Premiums in Course of Collection................ 


Total Resources 


Contingency Funds 


33rd Annual Statement 


THE OHIO STATE LIFE INSURANCE COMPANY 


COLUMBUS, OHIO 


Financial Condition, December 3Ist, 1938 


OUR RESOURCES 


Re a mre eer ee ies 
First Mortgage Loans 
Real Estate Sold on Land Contract 
Other Real Estate (including Home Office) 
Lame te CURIE . 5. 5 coo oc ec cc cees. 
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Death Claims Due and Unpaid................... 
Claims Awaiting Completion.................... 
Premiums and Interest Paid in Advance........... 
Dividends to Credit of Policyholders.............. 
Dividends to Policyholders for 1939 
Reserves for Taxes Payable in 1939............... 
Miscellaneous Liabilities 


Total Liabilities 


EXCESS PROTECTION TO POLICYHOLDERS 
-$ 500,000.00 
328,896.22 
1,100,000.00 


... .$19,83 1,945.47 


.. ..$17,903,049.25 


$ 6,412,678.00 
663,277.39 
7,118,819.30 
282,606.1 | 

| ,870,220.21 
2,935,467.89 
63,068.58 
112,785.36 
373,022.63 





$16,974,257.40 
None 
61,862.68 
265,774.51 
383,369.37 
135,000.00 
58,800.00 
23,985.29 





1 ,928,896.22 





Insurance in Force, Assets, Surplus and Income Greatest In the Company’s History 





The Quality of the Assets and Their Ratio to Liabilities Make This One of the 


Outstanding Life Insurance Companies Upon Any Basis of Comparison 


FRANK L. BARNES 
Agency Vice President 


LIFE —~HEALTH— AC CIQem 





$19,83 1,945.47 


JOSEPH K. BYE 
Secretary 
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reserve at the year’s close. 


% Rather than take credit for any asset about which there 
is any question, the Company’s surplus funds and volun- 
tary contingency reserves of $5,265,319 have been placed on 
an unusually conservative basis by reducing to actual 
market values, through an appropriate asset fluctuation 
reserve, bonds on which market prices suggest possible 
losses, even though these bonds are eligible for amortiza- 
tion, have high credit ratings, and are in no way in default. 


%* The statement still holds, as it has for many years past, 
that if on December 31, 1938, the impossible had happened 
and every policyholder and beneficiary had come and de- 
manded from the Company all the cash to his credit— 
guaranteed cash or loan values, dividends and policy pro- 
ceeds left with the Company, premiums paid in advance, 
etc.—the Company’s bonds, sold at market prices on that 
date, alone would have been more than sufficient to have 
paid all such demands in full, leaving many millions in 


other sound assets untouched. 


SECURITY for policyholders is NWNL’s first 


and foremost consideration. 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


0. J. ARNOLD, Parswwent 
STRONG~ Minneapolis Minn. ~ LIBERAL 

















On September 25, 1938, 
the Golden Gate Bridge was 
struck by a 75 mile wind. 
The bridge swayed laterally 
done as the engineers had so 
built the span that it could 
swing 35 feet in either direc- 
tion without damage. 


es. Leb Flexible Under Strain 


lake San Francisco’s famed Golden Gate Bridge 
whose piers go deep below the surface into bed 
rock, NWNL has its foundations safely anchored 
in the sound, conservative principles of manage- 
ment which govern every phase of the Company’s 
operations. As its depression record demonstra- 
ted, NWNL also is built to meet any emergency— 
to absorb financial shock or strain. Consider, 
for’ example, these typical extra margins of 
SECURITY which NWNL gives its policyholders: 


%* For a number of years the reserves on new business have 
been augmented by setting aside in Contingency Reserves 
—as a surplus item and, in a test of solvency, not a liabil- 
ity—an amount equal to the difference between a 3 per 
cent reserve and the 314 per cent reserve on which the 
Company’s policies are issued. More than 50 per cent of 
the Company’s business was thus protected by a 3 per cent 











the state, who is a member of the con- 
gressional inquisitorial committee, was 
brought to mind to insurance men inas- 
much as he is a brother of J. I, Reece, 
former Tennessee insurance commis- 
sioner. 

Those on hand from Metropolitan in- 
cluded Vice-president J. L. Madden, H, 
R. Bassford, actuary; James Herman, 
assistant actuary, and D. S. Craig of the 
ordinary department. 

in addition to Messrs. Buckner, Home 
and Judson, New York Life officials 
present included A. H. Meyers, vice- 
president and treasurer, and William 
Macfarlane, vice-president and actuary. 

Sylvester Smith, assistant general so- 
licitor, was on hand to observe proceed- 
ings for Prudential, while O. F. Gra- 
ham, assistant secretary, represented 
Guardian Life. 


Corporate Interrelationships 


Examining into corporate interrela- 
tionships through boards of directors 
Gesell Wednesday afternoon questioned 
Mr. Buckner on possibilities of directors 
influencing purchases by life companies 
to the director’s personal profit. Mr. 
Buckner denied directors of New York 
Life did this or that they would do so. 
This was corroborated by testimony of 
Wilfred Kurth, chairman Home of New 
York, the big fire company group, that 
while other Home directors had been 
useful in obtaining fire insurance busi- 
ness the three who were also directors of 
life companies—two on the Metropolitan 
board, and one on New York Life—had 
not brought any of the life companies’ 
fire business to the Home despite efforts 
of the Home to get them to do so. Mr. 
Kurth frankly expressed regret at the 
Home’s lack of success in this direction 
got quite a laugh. 

Harry Bottome, general counsel, testi- 
fied on specific purchases of supplies and 
services. Gesell attempted to determine 
whether purveyors of these who were on 
the board had any advantage over other 
bidders. 

As Wednesday’s session closed it was 
expected that President D. F. Houston 
of Mutual Life of New York and C. D. 
Hilles, resident manager in New York 
of Employers Liability, would be the 
witnesses at the next day’s hearing. 
President M. J. Cleary of Northwestern 
Mutual was scheduled to appear Friday. 
Sumners announced that the committee 
hoped to end the insurance hearings 
Friday. 


Cincinnati— The tri-state sales con- 
gress will be held March 9 at Hotel Gib- 
son. J. C. Sebastian, Union Central, is 
program chairman; A. R. Massa, Con- 
necticut Mutual, publicity chairman. A 
sales clinic will be conducted by out- 
standing members. 





Interesting Contrasts in 
Canadian-U. S. Death Rate 


TORONTO—Death rates in Canada 
in 1938 from certain causes are in di- 
rect contrast to those in the United 
States, according to experience on in- 
dustrial policyholders of the Metropoli- 
tan Life. Among the Canadian policy- 
holders diphtheria, cerebral hemorrhage, 
pneumonia, the puerperal conditions and 
accidents showed increases this year 
compared to decreases in the United 
States. The pneumonia death rate 
showed a 2.7 percent increase in Can- 
ada as compared with a decline to a new 
minimum in the United States. There 
has been a considerable rise in the mor- 
tality from puerperal conditions in Can- 
ada, whereas in the United States the 
cumulative death rate, in 1938, is the 
lowest on record. 

Contrary to the increase in suicides in 
the United States this year, there has 
been practically no change in the rate 
from this cause among Canadian policy- 
holders. The rise this year in Canada 
in the mortality from all accidents com- 
bined (6.7 percent) and from automobile 
fatalities (6.1 percent) is in direct con- 
trast to sharp declines in the United 
States. 





Female Mortality 
Shows Improvement 


Actuary Guest of State Mu- 
tual Gives Results of His 
Study 


Female mortality has been improving 
over a period of years to a greater de- 
gree than has been the case with males, 
Improved selection standards and more 
adequate medical examinations — have 
eliminated a good deal of the poor insur- 
ance experience on women of several 
decades ago. 

These facts were presented recently 
by Actuary R. C. Guest of the State 
Mutual Life following a study of female 
mortality made on business exposed 
between 1919-1936. State Mutual has 
been writing insurance on women since 
1845, 

Mr. Guest asserted that because of 
the lower average policy owned by 
women, and the consequent higher 
expenses, equity would demand better 
than average mortality if women are to 
be written in the same premium and 
dividend classifications as males. 


Increase Is Notable 


Insurance on women has _ increased 
noticeably in recent years, Mr. Guest 
found. Until 1929 in State Mutual it 
was 10 percent by lives and 5 percent 
by amount, but that proportion now has 
increased to nearly 20 percent by _ lives 
and 10 percent by amount. Noting a 
tendency for amounts applied for to 
increase, Mr. Guest added that the aver- 
age policy is kept down by an increase 
in the number of small retirement in- 
come contracts issued to self-supporting 
women, 

Compared with total business on the 
American Men table, female mortality is 
more favorable over the entire period 
studied. It was, Mr. Guest said, not 
subject to the heavy depression mor- 
tality, although suicide among women 
did increase between 1929 and 1936. 


What Investigation Showed 


State Mutual’s favorable experience 
with female lives is duplicated in the 
results of wider investigations. Mr. 
Guest said: ‘The medico-actuarial mor- 
tality investigation showed a slightly 
higher mortality among women than 
men in aggregate. When broken down 
into classes it showed spinsters with 
considerably better mortality than men, 
widows and divorcees slightly higher, 
and married women considerably higher 
than men. 

“The American-Canadian mortality 
investigation based on the experience 
of the majority of companies from 1900 
to 1915 showed mortality on American 
women not as good as American men 
in the early insurance years, better at 
attained ages over 40 in the sixth and 
succeeding insurance years combined.” 





Aetna Life Home Office Changes 


Associate Medical Director G. P. 
Paul, Jr., of Aetna Life is retiring. As- 
sistant Treasurers M. H. Brainard, Jr., 
and C. A. Spoeri, of Aetna Life are 
elected to the same positions with Aetna 
Casualty and Automobile. A. H. Moses, 
Jr., is elected assistant treasurer ‘of 
Aetna Life; John A. Blanchfield and J. 
J. McKinley become assistant secretaries 
and E. H. Snow and William Abbey 
field supervisors in the life division. 





Policy Saved From Flood 


The Connecticut Mutual has received 
from a Vermont agent a request for a 
new policy. The agent wrote: “This 
policy was swept downstream in the flood 
of Sept. 21, and lodged in the top of a 
tree 12 feet from the ground, over two 
miles from the policyholder’s farm, 1 
Chester, Vt.” 

Practically the only remaining pos- 
session of the farmer, the policy bears 
a neat hole where it was pierced by the 
limb of the tree which saved it from 








loss. 
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Metropolitan Life 
Plans Exhibits 


Arranges for Display at 
New York and San 
Francisco Expositions 


The Metropolitan Life, in arranging 
for its exhibits, one in the business sys- 
tems insurance building in the New 
York World’s Fair and the other in the 
Hall of Science, Golden Gate Interna- 
tional Exposition at San Francisco, is 
taking great pride in carrying out the 
theme of each of these fairs. For in- 
stance, the New York World’s Fair has 
as its underlying theme, “Building the 
World of Tomorrow.” The Metropoli- 
tan illustrates how it takes its part in 
providing for security and in promoting 
health and safety of the people. It has 
29,000,000 policyholders in the United 
States. 


Four Broad Heads 


The exhibit has been developed under 
four broad heads: 

1. The composition of the company’s 
many policyholders, their geographic 
distribution, their occupations and other 
items of general interest concerning this 
large cross-section of the American 
people. An ingenious gadget—an ellip- 
tical bowl around whose rim will be a 
continuous row of figurines—will enable 
visitors to determine the number of 
policyholders engaged in each of 45 
major occupations. By pushing the but- 
ton in front of the appropriate figurine 
the answer will appear in electric lights. 
Within the bowl is to be a map of the 
United States and Canada showing the 
location of the district offices and the 
geographic distribution of policyholders. 

2. The benefits of life insurance 
which accrue to these people and the 
varied services of the company which 
make them possible. This section will 
follow the course of funds received from 
policyholders through the home office 
and back to policyholders, indicating the 
mathematical exactness of insurance as 
a science. 


Benefit to Community 


oy 


3. The benefits to the community as 
a whole flowing from the variety of the 
company’s investments—the stimulation 
of business and increased opportunities 
of employment. 

4. The special services rendered 
through its health and life conservation 
activities. The work of the nursing 
service, the successful demonstrations 
to control tuberculosis and to reduce 
infant mortality will be portrayed. Here 
also will be shown the work of the com- 
pany in fighting pneumonia and the part 
it has played in the development of the 
Pneumonia serum which, if intelligently 
used, may reduce mortality from lobar 
Pneumonia by one-half, 





Church Mortgage Insurance 
Deal Is Litigated 


The Washington supreme court has 
refused to compel a member of a 
church to pay overdue installments on 
a note executed by him in connection 
with an arrangement whereby the con- 
Stegation borrowed $60,000 from a life 
company and the parishioners at the 
Same time insured themselves to the 
extent of $75,000. The case was Gose 
bs Harris. The supreme court stated 
that the transactions involved were so 
complex that a person of ordinary in- 
telligence could not understand them 
without interpretation. 

_ Harris, the defendant, relied on the 
Interpretation given by the agent of the 
insurance company and officers of the 
Congregation which, as the trial court 
found, was misleading. 
“ z notes were executed by members 
erzl_ congregation. In 1929 the 
Congregation arranged to borrow $60,- 
000 from a life company by a mort- 





gage upon its synagogue. As a condi- 
tion, the insurer required that members 
of the congregation procure life insur- 
ance from the company in amounts ag- 
gregating $75,000. Subscribers to a 
fund signed a promissory note for the 
amount subscribed. The policies were 
written in favor of a trustee, who in 
turn, gave to the individual subscriber 
a certificate evidencing his interest in 
the policy. Harris after paying three 
installments, refused to make any fur- 
ther payments and the note was as- 
signed by the trustee to Gose for col- 
lection. 





Bank Loan Finances Premium 


An interesting application of the bank- 
policy loan idea was made recently. A 
corporation decided to buy a large busi- 
ness insurance policy on the life of a 
principal executive. It desired to pay on 
the single premium basis, but did not 
have the funds to complete the trans- 
action. A bank advanced an amount 





that was equivalent to what the cash 
surrender value would be as soon as 
the single premium was paid, less 6 per- 
cent, and then when the policy was 
issued took an assignment. 





Five Tax Recommendations 


Five important developments affecting 
life insurance from the tax angle were 
stressed by P. S. Smith, tax consultant 
E, A. Woods Company, general agents 
Equitable Society, at a meeting of the 
Pittsburgh chapter of C. L. U. They 
are recommendations of the treasury de- 
partment that the estate tax and gift tax 
be combined; narrowing of exclusion 
under the Pennsylvania and Allegheny 
county personal property tax laws; 
need for greater cooperation with the 
legal profession; greater service that 
qualified life underwriters can render to 
clients in avoiding unnecessary taxation; 
and need for caution on the part of life 
underwriters in their recommendations 
as to the transfer by absolute assign- 








ment of any property, including life in- 
surance, in order to obtain tax advan- 
tages by reduction of a man’s estate. 


— —— 


F. Hobart Haviland, formerly man- 
ager ‘Chicago office Connecticut General, 
was one of three home office officials 
who attended the annual meeting of the 
Chicago agency last week. He is now 
vice-president in charge of agencies. 
Also present from the home office were 
R. J. Dorr, chief underwriter accident 
and health, and Dr. A. J. Robinson, med- 
ical director. 





E. A. Frerichs, superintendent of 
agents Security Mutual Life, Nebraska, 
has been chosen head of the public af- 
fairs division of the Lincoln chamber of 
commerce, 





Company reports, policy facts, rates 
and values all covered completely in the 
1939 Unique Manual-Digest, $5. National 
Underwriter. 
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The Great American's GREATEST YEAR 


Is Reflected In Its 


FINANCIAL STATEMENT 


As of December 31, 1938 
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Investment in Federal Home Loan Bank, Govern- 

mental Agencies, and Warrants 
Interest and Rents Due and Accrued... 
Premiums in course of Collection (liability included in 


LIABILITIES 


Legal Reserve on Outstanding Policies.......... 
Reserve for Death and Disability Claims ( 
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Reserve for Other Liabilities and Contingencies....... 48,571.75 
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.. . -$3,045,357.21 
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. . . -$1,609,714.05 
payable in 


274,172.66 
190,385.93 
154,064.24 


810,576.09 


20,849.35 
23,912.41 


.. 196,902.16 








Capital and Surplus Now Exceeds $1,500,000.00 


The Great American Life Insurance 


CHAS. E. BECKER, President 


THE YEAR’S ACHIEVEMENTS IN BRIEF 


A $600,000.00 increase in assets @ A 22% increase in renewal premium income @ A gain in surplus of $150,000.00 
The attainment by the Great American organization of resources approaching $7,000,000.00. 


.....- 1,150,000.00 
(‘jinn 
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For an Anti-Questionnaire Society 


Cuartes CoLtins, who conducts the 
Line o’ Type column in the Chicago 
“Tribune,” remarked the other morning 
that the greatest delusion of the AMER- 
ICAN people, whose aberrations are nu- 
merous, is that whisky cures a cold. 

Another delusion that occurs to us is 
that the ultimate objective of business 
enterprise is to produce answers to ques- 
tionnaires. 

The questionnaire habit has been with 
us for some time, and it is becoming 
so insidious that, unless checked, before 
long the business man’s chief occupa- 
tion will be making answers to inter- 
rogatories from high school and college 
students who are getting up theses, from 
the secretaries of the various trade as- 
sociations to which the business man 
belongs, from various governmental 
agencies and from the ladies’ clubs that 
are making searching inquiries into 
American business. 

Just about the last word in question- 
naires, with which we are acquainted, 
is the 112-page interrogatory that was 
recently addressed to 26 major life in- 
surance companies by the Securities & 
Exchange Commission in connection 
with its current investigation of insur- 
ance in the federal anti-monopoly probe. 
Some say that the answers to this ques- 
tionnaire will run at least 1,000 pages 
per company. How many man and 
woman hours of labor will be required 
to get the answers together will, of 
course, be the subject of another ques- 
tionnaire at a later date? 


We believe there are too many ques- 
tionnaires. 

It is interesting to get together vari- 
ous kinds of information through the 
questionnaire method, but a small pro- 
portion of the information serves any 
useful purpose that compensates for the 
time and effort involved in getting the 
answers together. A great many ques- 
tionnaires involve a lot of busy work 
and the conclusions that are reached 
from the answers are merely what com- 
mon observation would reveal. 

The expense of doing an insurance 
business is increased considerably by the 
necessity of answering questionnaires of 
one kind and another. In addition to 
the regular annual statements, all sorts 
of demands are made upon the com- 
panies for additional information. Much 
of it is difficult for the companies to 
extract from their own records and the 
purposes that are served are not always 
important. 

The SEC questionnaire is a formidable 
document. We don’t intend to study it 
minutely to find out exactly what the 
SEC is driving at, but, offhand, we will 
say that any questionnaire of that size 
is a mistake. The insurance companies 
report fully to the state insurance de- 
partments, their records are open, and 
to cause them to get up a report of 1,000 
pages is an imposition. 

THE NATIONAL UNDERWRITER would be 
delighted to contribute modestly to an 
anti-questionnaire society and we would 
shout lustily at its meetings. 


Fire Extinguishers for Termites 


Tue NationaL ASSOCIATION OF LIFE 
UNDERWRITERS is to be commended for 
getting out a booklet which turns the 
spotlight on the fallacies of renewable 
term insurance and very ably lifts the 
roof from the termites and twisters. So 
called insurance counselors, experts, etc.. 
masquerading under a majestic name 
really are destructive forces undermining 
the foundations of a man’s life insurance 
protection. 

Considerable literature has been pro- 
duced during the last few years devoted 
to unsettling the minds of policyhold- 
ers as to their insurance. In almost all 


cases the termites recommend that per- 
sons carry cheap insurance or term poli- 
cies and invest their own money. In 
other words, they claim that they can 
invest their money to much better ad- 
vantage than the life companies and it is 
a mistake to allow any investment fac- 
tor to be in a life insurance policy. These 
arguments are fallacious but because of 
the technical features of life insurance 
the public is inclined to lend a friendly 
ear. It is. well that the field men have 
factual information to rebuff the illusive 
arguments that are set forth. The life 
insurance purchasers merit the truth. 


Should Strengthen State Supervision 


Wuite the SEC investigation is in 
progress at Washington, D. C., the 
cause of insurance is not advanced when 
we find that there are two sets of state 


examinations in progress in New York 
City due to disagreement among the 
commissioners as to what should be the 
program for examining New York com- 





panies because the state department 
there will not recognize the zone sys- 
tem of conducting examinations liter- 
ally. Fortunately at the commissioners’ 
meetings in Chicago they repealed this 
legislation. 

Regardless of the value of the zone 
system, and it has its merits, the attorney 
general of New York supports Super- 
intendent Pink in the latter’s contention 
that official examinations can only be 
made by examiners under civil service 
rules. Some of the other commissioners 
challenge this ruling. However that 
may be, state supervision cannot 
strengthen itself with these internecine 
fights. 


Insurance people as a whole believe 
that state supervision is far superior to 
federal even though the latter would 
give much desired uniformity. How- 
ever to have insurance controlled and 
regulated by a single bureau does not 
set well in these days of bureaucracy, 
Insurance would rather try its case be- 
fore state insurance commissioners 
than before a federal bureau. There- 
fore, the state commissioners should 
respond to this sentiment and exercise 
their utmost powers to harmonize their 
differences and add more potent aregu- 
ments for the continuation of our pres- 
ent system if a drastic change is to be 
avoided. 








PERSONAL SIDE OF THE BUSINESS 





Jacob F. Bryan, II, vice-president of 
the Independent Life "& Accident, Jack- 
sonville, Fla., died after a long illness. 

Mrs. Mary A. Fairchild, chief clerk 
Nebraska insurance department, recently 
ended her 25th year of service in that 
bureau. She started in the actuarial de- 
partment, and was chief of the bureau 
of insurance from 1923-24, and was dep- 
uty commissioner under . R. Dumont. 
Since 1929 she has been chief clerk. 

H. B. Houghton, president and trea- 
surer of the National Aid Life of Okla- 
homa City, was married to Miss Jeanne 
Ladd. 

President B. J. Perry of the Massa- 
chusetts Mutual Life and Mrs. Perry 
sailed from Miami for a West Indies 
cruise, following the annual meeting cf 
general agents at Palm Beach. They 
stopped at Nassau and Haiti while 
enroute to Jamaica. From Jamaica they 
sailed to Bermuda for a stay of two 
weeks. 

M. C. Chier, Milwaukee general agent 
of the Continental Assurance and a 
member of the Million Dollar Round 
Table, is taking a Caribbean cruise, 
leaving from New Orleans accompanied 
by Mrs. Chier. 

J. P. Sherrod, of Kansas City, gen- 
eral agent in Missouri for the Capitol 
Life of Colorado, has been named re- 
corder of deeds for Jackson county by 
Governor Stark. 

Guy A. Reem, general agent State 
arent Detroit, left for Boston to fly 
to Miami. Feb. 15 he and a friend, Dr. 
Barker, embarked on the Maya Clipper 
of Pan-American Airways for Merida, 
Yucatan, from whence they will pro- 
ceed to ChichenItza, where Dr. Barker 
is doing research work for Carnegie 
Institute. Mr. Reem will return in a 
month, 

Ben W. Lacey, president of All-States 
Life, Montgomery, Ala., is recovering at 
his home from several days’ illness of 
pneumonia. 

Stewart E. Myers, president Okla- 
homa Association of Life Underwriters, 
and C. C. Day, general agent at Okla- 
homa City for the Pacific Mutual, were 
named directors of the 1939 community 
fund. 

Arthur L. Beck, Buffalo general agent 
for the National Life of Vermont, has 
been appointed to the board of man- 
agers of the Downtown Y. M. C. A. of 
Buffalo. Mr. Beck is secretary of Buf- 





falo Life Underwriters, and a director 
of Buffalo Life Managers Association. 

H. K. Lindsley, president Farmers & 
Bankers Life, Wichita, Kan., and his 
wife presided at a reception honoring 
their two sons and their brides, Mr. and 
Mrs. R. K, Lindsley and Mr. and Mrs, 
H. P. Lindsley. Mrs Robert Lindsley’s 
parents, Mr. and Mrs. R. F. Benzinger, 
Salem, O., attended. 

Mrs. Hilda Jane Meade of the Joseph 
M. Gantz general agency of Pacific Mu- 
tual Life in Cincinnati led the entire field 
in January paid production. 

She was the only woman in the 
agency force to qualify for a trip to the 
San Francisco World’s Fair during the 
Treasure Island prize production con- 
test. Mrs. Meade won her way into 
the Big Tree Club, composed of lead- 
ing producers, and is again eligible for 
membership in that organization for 
1939. 

Stanley Reed, Louisville co-generl 
agent of the John Hancock Mutual Life, 
has returned to his home following an 
operation for gall bladder infection. 

Walter W. Head, president General 
American Life, as national president o: 
Boy Scouts presented President Roose- 
velt to millions of listeners in a coast-to- 
coast radio hook up. The President 
spoke from his study in the White 
House and Mr. Head from _ station 
WDAN, Danville, Ill. The program 
was part of national observance of the 
29th anniversary of establishment of 
Scouting in the United States. 

W. S. Fuller, manager Prudential 
agency, Chicago, will go on a vacation 
in March to California. He will attend 
the opening of the fair at San Francisco, 
and after staying a few days there will 
go to Los Angeles. 

G. F. Hollenberg, assistant secretary 
Union Central Life, who started with 
the company as an office boy in 1892, re- 
tired after 47 years’ service. He started 
as assistant to J. R. Clark, Sr., who was 
then treasurer. He was promoted to the 
policy division, where his excellent pen- 
manship was used to fill out the spaces 
required for policy values and copying 
the application questions, before the 
days of the photostat. He became chief 
clerk of the actuarial department in 
1903. Between 1907-1933, he devoted 
much time to the conservation depart- 
ment. In the latter year he was ap- 
pointed assistant secretary, in charge of 
reinsurance. Mr. Hollenberg has the 
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longest current home office career of 
anyone in the company. 


Fifty-five years’ membership 
service in the Milwaukee Y. M. 
py Albert E. Mielenz, Milwaukee gen- 
eral agent Aetna Life, were commemo- 
rated by a resolution of tribute at the 
organization’s annual dinner, which also 
marked completion of his term as presi- 
dent. Mr. Mielenz has been a member 
of the board since 1891 and has served 
97 years as Chairman of the boys’ work 
committee. 


Thomas E, Hartmann, Newark gen- 
eral agent, New England Mutual, is 
again a grandfather, the third child 
having been born to his son, John Hart- 
mann and Mrs. Hartmann. The young- 
er Hartmann is with the Selected Risks 
Co., of Branchville, N. J 


Col. H. I. Weed, vice-president and 
general counsel Wisconsin National 
Life, connected with the company since 
it was started in 1908, observed his 78th 
birthday anniversary. He has_ been 
practicing law for over 55 years. He 
is enjoying good health and is at his 
desk daily. 


Business Men’s Assurance had a 
10.4 percent increase in January, a 
new high record for January produc- 
tion since 1932. Branch offices that led 
were: California, first; Missouri, sec- 
ond and Texas third. The Tennessee 
and California offices reported a new 
high record of production for January. 


DEATHS 


N. S. Cubberley of Trenton, N. J., 
vice-president New Jersey State Life 
Underwriters Association, died suddenly 
of a heart attack while driving his au- 
tomobile in Trenton. He was a former 
president of the Trenton association. He 
conducted a local agency and was gen- 
eral agent of the Massachusetts Pro- 
tective Life and the Paul Revere Life. 


Leo A. Gehrig, 58, president of the 
Rock Island Life of Rock Island, III, 
died at St. Anthony’s Hospital in his 
city following an operation for appendi- 
citis. He was born in New York, Sept. 
2, 1880. He became associated with the 
advertising department of the Railway 
Employes Benefit Association in 1923 
and later was made Iowa state agent. 
He was the founder of the Binghamton 
Conservatory of Music at Binghamton, 
N. Y. The Rock Island Life was for- 
merly known as the Northwest Mutual 
Benefit. Mr. Gehrig married Lois A. 
MacGregory, April 6, 1910, in North 
Dakota, and the two traveled for the 
Benefit Association of Railway Em- 
ployes until 1923. 

Wilson Ferguson, 60, 


Mutual Life agent in 
many years, died. 


and 
3 es 
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REJECTED RISKS 


A Banker’s Life of Iowa agent, D. D. 
Conger has set a unique record. He re- 
cently sold insurance to his eighth pair 
ot twins and reports he has another set 
already lined up. 





“The app-a-week proposition is the 
thing,” remarked a speaker at an agency 
meeting the other day. “The best life 
insurance man I ever knew went 597 
weeks without stopping.” 

“And then,” piped up a case-hardened 
— in the audience, “the prospect 
aed, 


“Our legislative approach to insur- 
ance problems is undoubtedly too com- 
plicated. The Chinese system would 
Save us a terrible lot of reading and 
legislative work, because they regulate 
the insurance business in four words: 
Company bust—kill president’ ’—C. M. 
Smith, counsel Lumbermen’s Mutual 
Casualty. 


COMPANIES 








Victor Harris Promoted 
by Sun Life of Canada 


MONTREAL, CAN.— Appointment 
of V. B. Harris as superintendent of 
agencies, central United States division 
of the Sun Life of Canada is announced. 





VICTOR B. HARRIS 


For the past five years he has been as- 
sistant superintendent in charge of 
Canadian agencies. He succeeds C. H. 
Heyl, recently transferred at his own re- 
quest to a managerial position in the 
field. Entering the Sun Life at Mon- 
treal early in 1920, Mr. Harris was ap- 
pointed chief clerk, profits department, 
the following year. In 1923 he became 
assistant in the field service bureau 
where he was placed in close touch with 
agency problems. In 1924 he became 
secretary, Montreal city agency. Three 
months later he became secretary of 
agencies, Canadian department. In 1927 
Mr. Harris was appointed inspector of 
Canadian agencies. In 1934 he became 
assistant superintendent of Canadian 
agencies. C. H. Heyl will be manager 
of the Charleston, W. Va., branch. W. 
Lee Mullen, now at Charleston, will 
assume charge of the Peoria, Ill, 
branch. 





Cooperative Life Elects Lincoln 


M. D. Lincoln was reelected president 
Cooperative Life of America at the an- 
nual directors meeting. H. A. West, for- 
merly vice-president, was elevated to 
chairman of the board. L. A. Taylor, 
who was secretary-treasurer, was elected 
vice-president and secretary and J. E. 
Keltner was made treasurer. He previ- 
ously was assistant secretary. 

L. J. Bennett and C. W. Lestwich 
were chosen assistant secretaries. W. E. 
West was elected assistant treasurer. 
Other positions filled were: Harold 
Curry, actuary; R. W. Richert, superin- 
tendent agents, and M. E. Foltz, super- 
intendent claims. 





Home Life’s Figures 


In commenting on the annual state- 
ment of the Home Life of New York, 
a mistake was made in the figure $4,907,- 
155, which was the amount of the real 
estate acquired through foreclosures. In 
the article it was mentioned as overdue 
interest on active mortgages. At the 
end of the year overdue interest on ac- 
tive mortgages amounted to less than 
one-fifth of 1 percent of the mortgages. 





May Form Life Company 


SPOKANE, WASH.—At the meet- 
ing of the Washington-Idaho Farmers 
Union consideration was given the for- 
mation of the Farmers Union Life. 


State Life Election 


P. W. Lesh, president of the C. P. 
Lesh Paper Company of Indianapolis, 

















LIBERAL 
GENCY 
CONTRACTS 


The Kentucky Home Mutual Life Insur- 


ance Company can offer liberal agency con- 
tracts to life underwriters of proven ability 


in Ohio, Indiana, Alabama, Florida, Ten- 
nessee and Kentucky territory. 


Ww 


This agency-minded company is built on a 
solid foundation, formed through economic 
management, sound investments, careful 
selection of business, prompt payment of 
claims, attractive agency contracts. Such 
a support will endure and withstand the 
stress and strain that may come to us all 
in future years in the form of one catas- 
trophe or another. 


Ww 


The progress made by the field force of the 
Kentucky Home Mutual Life Insurance 
Company, reflects, to a large degree, the 
active home office cooperation afforded by 
the company. Write for Agency informa- 
tion. 


Ww 
45 MILLION OF INSURANCE IN FORCE 


Kentucky Home Mutual 


LIFE INSURANCE COMPANY 
LOUISVILLE, KENTUCKY 


ELLSWORTH REGENSTEIN, 
President 





“My Old Kentucky Home” 
Bardstown, Kentucky 
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has been elected to the board of the 
State Life. G. C. VanBuren has been 
elected treasurer. He is a graduate of 
the University of Michigan in actuarial 
science and joined the home office in 
1920. 


Charles Greenfield is Advanced 


C. D. Greenfield has been made assist- 
ant to the president of the Western Life 
of Helena, Mont. He has been with the 
company since 1923 and engaged in pub- 
licity, advertising, conserv ation and 
sales promotion work. He is a member 
of the agency committee. 





Kamins Made Agency Director 


Alliance Life. of Peoria announces 
that B. T. Kamins, assistant agency di- 
rector, has been made agency director. 
He has had experience in almost every 
home office department combined with 
an excellent record of successful sales 
production. 


NEWS BRIEFS 


Superintendent Lloyd of Ohio has 
filed suit at Columbus against the Fed- 
eral Union Life, asking the court to de- 








termine to whom a deposit with the 
state amounting to $112,900 shall be 
paid. The company some time ago was 
taken over by the All States Life of 
Alabama. T. M. Miller has been named 
master commissioner in the case. 


Ralph J. McKinney, Grand Island, 
Neb., former policyholder in the Ameri- 
can Annuity of Omaha has filed suit to 
set aside its merger with the Republic 
National Life on the ground that the 
merger was made without an examina- 
tion of the company and that the policy- 
holders were given no opportunity to 
vote on the proposal. 


Agents for North Alabama 


Edwin P. Cook has been appointed 
general agent for the Pan-American 
Life north Alabama territory, with head- 
quarters in Birmingham. 

Mr. Cook entered the life insurance 
business four years ago. 








B. J. Nowak, Shiner, Tex., Jefferson 
Standard Life agent, who has been ill 
at his home for three months, has main- 
tained his “App-A-Week Club” member- 
ship by having his prospects come to 
his home. He has now completed over 
seven years as a member of the “App-A- 
Week Club.” 








MONARCH WALLETS 


will move you closer Ao 
dhe hig producer” class 


Every live insurance agent knows that good will means cash in his pocket. 
Here’s a good will builder which you can use at surprisingly low cost— 
which will make prospects remember you every time they think of insurance. 
Monarch Wallets are rich and impressive-looking—contain your choice of 


analysis envelopes in either life 
assorted groups. 


all handsome genuine leather. 


you. 
tions and prices. 


Four different styles— 
Made by 
old established company—used regularly 
by big producers all over the country. 
Make your start now for bigger volumes. 
See what Monarch Wallets can do for 
Write today for complete descrip- 


or 











THE apeetns LEATHER CO. 


HAGERSTOWN 


MARYLAND 


LIFE AGENCY CHANGES 





Connecticut Mutual's New 
General Agent at Bridgeport 


Malcolm MacCalium, supervisor for 
the Connecticut Mutual in the John A. 
Ramsay agency, Newark, N. J., has been 
advanced to general agent at Bridgeport. 
At Newark, Mr. MacCallum built a pro- 





MALCOLM 


MacCALLUM 


duction unit from scratch, which in its 
first year, 1937, produced $739,000, and 
last year reached $1,500,000. 

Mr. MacCallum began his business ca- 
reer in the trust department of the Sec- 
ond National Bank of Erie, where he 
remained until 1931, when he entered the 
life insurance business with the Blossom 
agency of the Connecticut Mutual. 





Rappaport Is Appointed as 
Chicago General Agent 


Earle S. Rappaport, assistant to Gen- 
eral Agent E. E. Henderson of the Pa- 
cific Mutual in ‘Chicago, has been ap- 
pointed general agent by that company 
to open a new office in that city. He 
has been in the home office making ar- 
rangements. Chicago headquarters have 
not yet been selected. 

Mr. Rappaport’s two brothers, Eugene 
and Leslie, who also have been con- 
nected with the Henderson agency, will 
become associated with him. Eugene is 
one of the leading producers in Chicago. 

Mr. Rappaport has been connected 
with the Pacific Mutual in Chicago for 
17 years, although he is only 35 years of 
age. He started as a clerk in the cash- 
ier’s department when Jens Smith, now 
manager of agencies at the home office, 
was Chicago manager. Mr. Rappaport 
worked up to brokerage representative 
and later unit manager in the Pacific 
Mutual at Chicago, then became assist- 
ant to Mr. Henderson, a post he has 
filled for a number of years. Mr. Rap- 
paport’s father, the late John H., was an 
agent of the Pacific Mutual in Chicago 
for more than 20 years and connected 
with the Henderson office five years. 

Earle Rappaport is a 'C. L. U.; for a 
number of years has been an instructor 
on life insurance in the Insurance Insti- 
tute courses at Chicago and was a direc- 
tor and active on committees of the Chi- 
cago Association of Life Underwriters. 
While doing general agency work he has 
produced upwards of $200,000 annually. 





Snider Fort Worth Manager 


O. L. Snider has been appointed 
agency manager of the Fort Worth 
district by the Great Southern Life of 
Houston. His headquarters will be at 
408 Sinclair building. He was born into 
the insurance business, his father having 
been for many years an agency manager 
for the Bankers Life of Iowa. He has 





been in Denver for the Colorado Life. 


en 


Vineyard Named Associate 
by General Agent Campbell 


LITTLE ROCK, ARK.—Foster jf 
Vineyard, who has been for seven year; 
with the Aetna Life general agency here 
has been advanced from assistant to as. 
sociate general agent, 


Louisiana. 
of Mr. Campbell. 


of Life Underwriters. 
tle Rock, has joined the Campbell 
agency as special agent. 

Mr. Vineyard is a C. L. U. and holds 
the certificate in agency management js. 
sued by the American College. He has 
served as a committee chairman of the 
National Association of Life Underwrit- 
ers. 


Jefferson Standard Opens 
Two Branch Offices 


The Jefferson Standard Life has 
opened two new branch offices in South 
Carolina. B. R. Langley, formerly dis- 
trict manager at Greenville, will be man- 
ager of the new Greenville branch office 
under which western South Carolina 
will be operated. Carlyle Gee, formerly 
cashier of the Charlotte branch, will be 
manager of the new branch at Columbia 
under which eastern South Carolina will 
be operated, 

W. L. Brooks, a director, and man- 
ager of the Charlotte, N. C., branch 
under which the entire state of South 
Carolina has been operated for several 
years, will concentrate on development 
of a larger section of the south central 
portion of North Carolina. This move 
is in line with the Jefferson Standard’s 
plan to develop more intensively its busi- 
ness in North Carolina. 

Mr. Brooks is a life member of the 
Million Dollar Round Table. He has 
consistently led the Jefferson Standard 
agency force in personal production in 
addition to performing his duties as 
manager of the largest branch office. 


O. G. Welsh at Cleveland 


C. R. Walker, since March, 1936, gen- 
eral agent for the Equitable Life of 
Iowa at Cleveland, is succeeded by O. 
G. Welsh, who has been general agent 
at Akron, O. The Cleveland and 
Akron territories are consolidated. 
Agency offices will be continued in the 








Union Central Life Names 
San Francisco Manager 





William H. Brock, Jr., has been ap- 
pointed manager of the northern Cali- 
fornia agency of 
the Union Central 
Life with _head- 
quarters at San 
Francisco and _ has 
assumed his new 
post. Mr. Brock 
entered the life in- 
surance business 
three years ago 
with the Aetna 
Life, after more 
than ten years of 
sales work with the 
Union Oil Com- 
pany of California. 
He was immedi- 
ately successful in 
personal production, being a_ charter 
member of the Quarter Million Round 
Table of the San Francisco Life Under- 
writers Association. 

In 1938 he joined the Connecticut Mu- 
tual Life as assistant general agent 10 
San Francisco. He is a member of va‘- 
ious insurance organization, is a native 
of northern California and has spent 
most of his business life in San Fran- 
cisco, but was stationed at various times 





W. H. Brock, Jr. 





in the Monterey and Stockton districts. 


with Generaj 
Agent G. H. Campbell of Arkansas anj 
Mr. Vineyard is a son-in-lay 
He is immediate past 
president of the Little Rock Association 
T. L. Wallin, Lit. 
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Inion Commerce building at Cleveland 
aad the Akron office in the Akron Sav- 
ings & Loan building will be main- 
fained as a district office. Mr. Walker 



























Clate f..s compelled to resign on account of 

b lis health, He plans to take a vacation 
pbell PP Fcrida. Mr. Welsh went with the 
oster A Equitable Life in 1927, after having 
en yearn served aS general agency cashier in Des 
1cy here piloines for another company. He was 
it to as jransferred to Akron, in January, 1932. 
Generg 


Sessions Houston Manager 


Roy B. Sessions, who has been ap- 
ointed general agent at Houston for 
the Occidental Life of Raleigh, N. C., 
was born at Marietta, Ga., Nov. 19, 1906. 
He graduated from the Southwestern 
Louisiana and Tulane University. After 
being engaged in different activities he 
contracted with the Acacia Mutual Nov. 
1, 1938, and leaves that company to go 


sas and 
n-in-lay 
late past 
OCiation 
lin, Lit. 
amp bell 


d holds 
nent is. 
He has 





of the Bwith the Occidental. 
lerwrit. 
Koontz Tulsa Manager 
Jj. Vernon Koontz has been appointed 
S district manager for the Mutual Life at 
Tulsa, Okla., with offices in the Ken- 
nedy building. He succeeds J. F. Horne 
e has Ipwho recently retired because of ill 











South health. 

ly dis- 

e man- @Manhattan Names Latta 

| Office Thomas F. Latta, head of the West- 

irolina [ern Reserve Insurance Agency, Cleve- 

rmerly Hind, has been appointed general agent 

vill be fin Cleveland and northern Ohio for the 

lumbia JP \gnhattan Life, New York. Boyd E. 

1a will MB Sharp, formerly with the Prudential, has 
been named manager of the agency’s 

Man- § \ife department. 

ranch 

— To Open Houston Branch 

pment A direct reporting branch office, all 

entral — lines, will be opened by the Travelers at 

move —§ Houston, Tex., March 1. The present 

dJard’s — agency and service space, in the Sterling 

busi- — building, will be enlarged to take care of 
increased agency, clerical, and service 

f the — ‘quirements. 

> has 

ndard | Tallan Is Named Assistant 

on in _W. A. Tallan, Jr., was appointed as- 

S as § sistant general agent of the Byron Hart 


e. agency of the Pacific Mutual Life in 
Des Moines. He formerly was with 
Dun & Bradstreet in Iowa for 25 years. 
R. Hoefflin of Los Angeles, supervisor 





ae” of agents, was in Des Moines conferring 
yO. in connection with expanding the 
gent ff @gency. 

and 
= Name Thomas-Young 

the 


A. E. Thomas, former insurance man 
and banker, has been named head of the 
; Thomas-Young Agency of the New Eng- 
‘ land Mutual Life in Fort Worth, Tex. 
James Young, is associated with him. 
Offices are in the Fort Worth National 
Bank building. Mr. Thomas was one of 
the original stockholders in the South- 
- western Life and later a director of the 
of Gulf States Life, the Cosmopolitan Life 
and the Western National Life. 





Henderson San Francisco Manager 


The appointment of Clifford Hender- 
son as manager of the San Francisco 
ordinary agency of the Prudential has 
been announced by Manager O. O. Orr, 
who will retire on February 28, after 
more than 30 years as a Prudential 
manager. 

Mr. Henderson entered the Orr 
agency as assistant manager, in October, 
1931, after eight years in the Pruden- 
tia’s Honolulu ordinary agency, which 
i. he managed for three years for Hawaiian 
aa Trust Co., general agents. 





nd Guarantee Mutual Appointments 


Guarantee Mutual Life of Omaha has 
appointed C, H. Ferguson and R. C. 
~tanton of Mansfield as general agents 
‘or nine counties in north-central Ohio, 
wider the name of Ferguson & Stanton. 
Mr, l‘erguson, who recently attended the 
2Uarantee Mutual’s agency school at its 
va ‘ome office for a two-week period, was 
: ‘ormerly manager of the claim depart- 
ent of the Lumbermen’s Mutual Fire 











at Mansfield. He was in the fire and 
casualty business for 15 years. Mr. 
Stanton has operated a local agency for 
several years. 

Guarantee Mutual Life has appointed 
F. E. Housel, Sr., as general agent for 
four Iowa counties, with headquarters at 
Iowa City. He formerly operated an 
automobile sales agency at Kearney, 
Neb. He will be assisted by his son, F. 
E. Housel, Jr., who recently attended the 
Guarantee Mutual agency school at the 
home office. 





Buck Bailey Named Assistant 


The E. F. White agency of the Con- 
necticut Mutual Life in Dallas and Fort 
Worth has named Buck Bailey assistant 
general agent at Tyler, Tex. He takes 
charge of a new branch being opened. 
Mr. Bailey is a former star end of Wash- 
ington & Lee University, and for the 
last nine and a half years has been a 
successful agent of the Aetna Life at 
Dallas. He is a native of east Texas. He 
will maintain offices in 511-12 People’s 
National Bank building, Tyler. 





Ebaugh with Occidental 


J. W. Ebaugh has been appointed dis- 
trict agent of the Occidental Life at In- 
dianapolis, with offices at 602 Indiana 
Trust building in Indianapolis. He has 
been in life insurance for 12 years. Six 
of this period he spent as examiner for 
the Indiana insurance department. 





Van Stralen is Advanced 


Appointment of F. J. Van Stralen as 
co-general agent with John W. Yates, at 
San Francisco, is announced by Massa- 
chusetts Mutual Life. Mr. Yates con- 
tinues as sole general agent in Los An- 
geles, for the southern part of Califor- 
nia. 

Mr. Van Stralen entered the business at 
Seattle in 1927. In 1931 he moved to 
Detroit as assistant to Mr. Yates, who 
was then general agent there. Mr. 
Yates was transferred to Los Angeles 
and Mr. Van Stralen accompanied him. 
When, in 1935, the entire California ter- 
ritory was placed under Mr. Yates, Mr. 
Van Stralen went to San Francisco as 
manager for the northern part. 





Paul Field Made Supervisor 


Paul L. Field is appointed supervisor 
at Cleveland for the T. H. Cummings 
agency of the National Life of Vermont. 
He will assist in the training of agents. 
He has been in the life insurance busi- 
ness for 15 years. The Cummings agency 
led the field in paid business in January. 





Peterson St. Paul Manager 


C. C. Peterson has been appointed 
general agent in Minnesota representing 
the Loyal Protective Life of Boston. He 
was formerly an insurance broker in 
St. Paul where he will make his head- 
quarters. 





The Crown Life of Canada has been 
admitted to Ohio with Ray McGovern 
of Columbia as representative. 

F. ©. Nanes has been appointed Cor- 
pus Christi, Tex., district manager of 
the Reliance Life. 

John W. Walker & Co., has been ap- 
pointed district agent of the National 
Life of Vermont at Augusta, Ga. 


J. A. Diefenbach, St. Paul general 
agent of the Connecticut Mutual, has 
appointed C. F. Nygren unit supervisor 
at Austin, Minn. 


Gesell and Mehlman Confused 


Tue NATIONAL UNDERWRITER in its edi- 
tion of Feb. 3 made the error of refer- 
ring to Gerhard Gesell, counsel for the 
Securities & Exchange Commission in 
the current life insurance investigation, 
as having formerly been actuary of 
Colorado Life. The man from Colorado 
Life who is now with SEC as actuary in 
relation to the insurance investigation is 
Harry Mehlman. He was formerly as- 
sistant actuary of Colorado Life and ac- 
tuary in relation to the health and acci- 
dent department. ‘Charles Mehlman is 
and has been actuary of Colorado Life 
for about 10 years. 











INSURANCE SERVICES AND 
EQUIPMENT 
{DIRECTORY} 
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An Executive’s Index to Responsible Firms 


Auditors-Accountants 


Desks 





CHASE CONOVER & CO. 


Auditors & Accountants 
135 So. La Salle Street 
Chicago 
Telephone Franklin 3868 


AIRLINE DESKS 


—fitted to the work of the user have been adopted 
as standard in many large insurance company offices. 
More foot room and knee space in every Art Metal 
Airline Desk; space-saving design; modern appear- 
ance. Catalog of 11 styles on request. 


Art Metal Construction Co. 
Jamestown, N. Y. 
Branches and sales agencies everywhere. 











Card Index Systems 





Art Metal 
——~4 
rr 


LINE AND LEDGER 


A Postindex Visible System in which the Insurance 
Broker has a complete listing of each customer’s poli- 
cies, ledger account with visible follow-up of expira- 
tions and delinquencies. Postindex Visible Systems 
improve control through fast posting and reference rec- 
ords on all operations. 


POSTINDEX COMPANY 
(Division of Art Metal Construction Co.) 
JAMESTOWN, N. Y. 
Complete catalog on request 


Diamond Life 
Bulletins 











Cc. P. A. 


The Life Agent’s “Right Hand 
Man” 


Subscribe to 


THE DIAMOND LIFE 
BULLETINS 


420 E. Fourth Street Cincinnati 








§, ALEXANDER BELL & CO. 


Certified Public Accountants 


Specializing in Insurance Ac- 
counting, Audits and Systems 


10 South La Salle St., Chicago, Illinois 
Telephones: Central 3510 


Handwriting Expert 








Claim Investigations 


RUDOLPH B. SALMON 


30 North La Salle Street 
Chicago, Illinois 


Examiner of Questioned 
Documents 
Forgeries, Alterations, Inks, Typewriting, 
nonymous Writings 
22 Years of Examination & Court Experience 














MARK LIPMAN SERVICE 


Special Claim Investigations 


LIFE-HEALTH-ACCIDENT 
Rector Building 
Little Rock, Arkansas 


Insurance Law List 








Coin Clocks 


HINE’S INSURANCE 
COUNSEL 


(No Charge for Copies to Legal and 
Claim Dept. Officials) 


First National Bank Bldg. 
Edward E. Collins, Mgr. Chicago 








COIN CLOCKS 
will help you sell 
more life insur- 
ance. 
New Low Price 
$1.99 and up. 
For full details write to: 


COIN CLOCK SERVICE CO. 
700 — Prospect—4th Bldg. 
Cleveland, Ohio 





Investment-Securities 








Court Reporter 


JOHN J, SEERLEY & COMPANY 


(Incorporated) 
Investment—Securities 


105 S. La Salle Street, Chicago, Illinois 
Telephone: Central 5911 


KANSAS CITY 
MINNEAPOLIS 


PEORIA 
ST. JOSEPH 
DES NES 








Letter Files 








ROY E. FULLER 


and Associates 


Shorthand Reporters ® Notaries 


105 W. Madison Street, Chicago, IIL. 
State 5806 
Established 1910 
You are invited to telephone or telegraph at 


our expense, reserving dates for Depositions 
in the Chicago area. 
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NEW DEVELOPMENTS 
—in the side-lock compressor give maximum space 
and ed of filing and finding; in the ball-bearing 
roller drawer suspensions add to ease of operation 
and life of Art Metal Director Files. Two, three, 
four and five-drawer heights. Send for catalog. 


Art Metal Construction Co. 
Jamestown, N. Y. 
Branches and sales agencies in 600 cities. 
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AMERICAN SAVINGS LIFE 
INSURANCE COMPANY 
KANSAS CITY, MO. 


SAFETY — SAVINGS — SERVICE 
LIFE @ HOSPITALIZATION @ ACCIDENT & HEALTH 


R. S. TIERNAN, Pres. 


































J. T. MAYALL, Exec.-Vice-Pres. K. W. WOOD, Secy.-Treas. 


FINANCIAL STATEMENT, DEC. 31, 1938 


ASSETS 
SPU RAINED fone bs cowubowke es cece noone coc ohe cea eeRe eee $ 118,157.41 
Stute, County, and Municipal Bonds...................c.ceeeeeeeeeeee 340,989.61 
United States Government Bonds 





Fist Mortgage Beal Estate Loans...............ccesscorcccccveccvece 400,525.51 
F.H.A. Insured First Mortgage Real Estate Loans..................... 149,063.91 
Real Estate (Including Home Office Building)........ ... 696,154.09 
LR ED: DUE POUCTUONUOS. ..05 500 cscvcccscescnsaccee 369,856.91 
Net Uncollected and Deferred Premiums (Life)......... 65,136.64 
Accident and Health Premiums in course of collection. 5,324.89 
TOWTOSt GO TOM DUS GOR BCCI. 2... sic cecescseceeesenescs 20,915.25 
SPU IN cag cscencor ta cpek reas certs oss s3uee Soe rimeambocn Wule bles 13,823.54 

ee PE IIB os. Ss 66 neve sn snow cclescasetesdsabescuneoeere $2,346,401.22 


LIABILITIES 


Legal Reserve on Life Policies..................... 








Reserve on Accident and Health Policies..................0eceeeesees 147,395.92 
Death Claims (Awaiting Proof of Loss).................ceeeceeeeeeee 4,907.00 
Reserve on Accumulated Dividends and Coupons.................... 211,764.43 
Reserve for Taxes payable ir 1039............ 2 cccccsecscccccscoeees 022. 
1emi and Int NL PR RNID 5.5 sy: s:0:si6scibiepibuc'a ase Kiesieiv aise 11,939.61 
Ue RM FE ERIAINEINNS 5.56, 5 5) 5'sig'pip o wis eos ls io Sip acs 91a 10 0 0 6 tela ts die ln Sieve ais wleie 8,354.75 
Shae RAN GEE. MODUEIDOUID 5. n 65-5 5 ois 5 5.0 sin sisinin nies vie nein oso cielo sibivin'd sibs sieins 50 315,845.38 
et REED a woosaseubiesbes cues beelenGanueiecnuusaueoreer $2,346,401.22 


Complete Personal Insurance Service 
LIFE including all forms—Endowment—Family Group. 
ACCIDENT AND HEALTH—Modernized Coverage. 
IHOSPITALIZATION—Liberalized Benefit Policies. 


In & Strong Progressive Old Line Company 
More than $116.00 in Assets for each $100.00 of Liabilities, a ratio 
equalled by few companies. 










































e PROVIDENT 
| PROGRESS (Continued) 


1938 proved another year of progress with note- 
worthy gains in all Departments of the Company 


— 1938 HIGHLIGHTS — 


Life Insurance in Force gained........... $ 6,881,148.00 
of which over $5,000,000.00 was in Ordi- 
nary Insurance. 
Total Life Insurance in Force............. 118,928,046.00 
A new all-time high. 
re 11,178,206.14 
ESSE APR ee rrr en 1 ,267,562.82 
Surplus to Protect Policyholders.......... 2,862,667.39 
EE AE ee ree 300,000.00 


Total Income reached an all-time high of.. 8, 158,762.39 


Life . . . Accident and Health . . . Group 


PROVIDENT 
Life and Accident 
| Insurance Company 


| Chattanooga—Since 1887—Tennessee 











AS SEEN FROM CHICAGO 





G. F. B. SMITH TO SPEAK 

G. F. B. Smith, assistant superinten- 
dent of agencies for the ‘Connecticut Mu- 
tual, will be the speaker on Feb. 20 be- 
fore the sales seminar for brokers being 
conducted by the C. J. Zimmerman 
agency in Chicago. Mr. Smith, who is 
one of the youngest home office execu- 
tives in the country, will discuss 
“Planned Selling.” 





SWANSON AGENCY IS SECOND 

The H. G. Swanson general agency of 
the New England Mutual Life in Chi- 
cago took second place countrywide in 
January with paid production of $1,554,- 
000. This contributed to the second 
largest paid for business month in the 
company’s history, George L. Hunt, 
vice-president in charge of agencies, an- 
nounced, the total for the month being 
$28,407,000 paid for. He stated the paid 
for production of the Swanson agency 
men was an outstanding achievement. 





ACTUARIES TO HEAR CHAMBREAU 


The Chicago Actuarial Club will meet 
Monday evening to hear W. W. Cham- 
breau, tax consultant of Washington, ex- 
plain federal income taxes and their ef- 
fect on life insurance as well as giving 
new information as to treasury depart- 
ment interpretations. 





STEVENS WITH HUGHES 


James W. Stevens, II, has joined the 
Hughes general agency of the Massa- 
chusetts Mutual Life in Chicago. He is 
a son of the late R. W. Stevens, former 
president and grandson of James W. 
Stevens, founder of the old Illinois Life. 
He was vice-president of the IlIlinois 
from 1922 to 1930. Since 1930 he has 
og in the investment business in Flor- 
ida. 





M. F. BINGHAM RESIGNS 


M. F. Bingham has resigned as su- 
pervisor for the Royer agency of the 
Penn Mutual Life in Chicago. He 
joined the agency when A. E. Patterson 
was manager in 1932 and later became 
supervisor, He continued as supervisor 
under Manager Royer. He is a gradu- 
ate of Cornell University, class of 1927, 
and is a C.L.U. He has made a good 
record both as a producer and super- 
visor. 





BAIRD ON COAST TRIP 


H. W. Baird of Chicago, assistant 
manager of the Illinois department of 
the Reliance Life in charge of training, 
with his wife and two children is spend- 
ing a vacation in Los Angeles and Riv- 
erside, ‘Cal. He is visiting his grandpar- 
ents, both of whom are over 80 years 
of age. A new class in training will 
start with Mr. Baird in charge the first 
Thursday in March. 





BRAMHALL JOINS HOME LIFE 


W. M. Bramhall has been appointed to 
handle brokerage full time for the J. F. 
Ramsey agency, Home Life, Chicago. Mr 
Bramhall was the leading producer for 
Connecticut Mutual for 1938. He was 
with that organization for 15 years. 





CHICAGO AND LIFE COMPANIES 


There has been reprinted for private 
circulation from the “Journal of Busi- 
ness,” University of Chicago, a brochure 
by Dr. Melchior Palyi entitled “Life In- 
surance and the Financial Frontier.” He 
is a research economist at the University 
of Chicago and consulting economist of 
Stifel, Nicolaus & Co., financial invest- 
ments, 105 West Adams street, Chicago. 
In this treatise Dr. Palyi answers the 
question of why Chicago has not de- 
veloped a life insurance business com- 
mensurate to its financial size and im- 
portance. Dr. Palyi believes that if the 
influential element of the community 
realized the need for life insurance 
companies to round out the credit pic- 
ture in Chicago they would give support 
to the movement to encourage local 











Lecture Series 








SAMUEL HEIFETZ 


Samuel Heifetz, manager of the Mu- 
tual Life of New York in the Field build- 
ing, Chicago, announces that on March 
2 there will be started in his office a 
series of lectures for the benefit of a 
group of insurance brokers, others who 
are contemplating life insurance work as 
a career and its own agency people. The 
lectures will be delivered by trust officers 
of seven banks, assisted by an able at- 
torney. Mr. Heifetz has taken the 
ground that there is need for greater co- 
operation between life men and trust 
companies. The scope of the work has 
broadened since the recent adoption by 
a number of life companies of limita- 
tions in mode of settlement options. In 
some cases trust companies can render 
more effective service to beneficiaries in 
the disbursing of life insurance funds 
than life companies can, he said, because 
of the broader discretionary powers of 
the trust company. It is to the advan- 
tage of the life agent, Mr. Heifetz de- 
clared, to secure the good will and co- 
operation of the trust companies. They 
are important to the life agent. Their 
recommendation of the purchase of life 
insurance for the preservation of estates 
makes them a powerful ally. 

Mr. Heifetz further feels that a man en- 
gaged in life insurance should be famil- 
iar with taxes; he should be able to ad- 
vise his clients on the application of life 
insurance to taxes, but he should not go 
far beyond the scope of his advisory pro- 
duction activities. Mr. Heifetz says, “A 
knowledge of the demands that taxes 
make on an estate, if intelligently used in 
an agent’s daily interviews, would 
greatly enhance his opportunities to pro- 
gress in his work.” 








companies. He says there is no natural 
monopoly in this field and a relatively 
small group of determined men enjoy- 
ing the confidence of their community 
could make considerable progress in 4 
comparatively short time. Such a drive. 
he concluded, might work itself out 
through mergers, bringing accretion t0 
a present existing company or an effort 
might be made to attract to Chicago the 
home offices of companies now in ¢x 
istence elsewhere. 





LUSTGARTEN AGENCY’S BIG RECORD 

The Sam Lustgarten agency of the 
Equitable Society, Chicago, with $4,160.- 
000 paid business in January also had 


the three country-wide leaders in vol- | 
ume, number of lives and premium total. 
Louis Behr was No. 1 in volume with | 


$720,000 and also in number of paid 
cases, with 39. Harry Steiner led 
premium total with $23,500, his volume 
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being $713,000. M. L. Allen was third 
in the U. S. with $475,000. The Lust- 
garten agency in the last two months 
has paid for $6,290,000, as it paid for 
$2,130,000 in December. Leading units 
in January were: M. A. Feuer, $404,000; 
Ned M. Becker, $355,000; R. E. Gross- 
berg, $347,000. 

Cc. E. Harris was appointed assistant 
manager in charge of the former Falk 
unit. He has been with the Equitable 
15 years. 





GROSS ASSISTANT TO HENDERSON 


Joseph H. Gross, cashier of the E. E. 
Henderson general agency of the Pacific 
Mutual Life in Chicago, has been ad- 
yanced by Mr. Henderson to his assistant. 
Mr. Gross formerly was general agent 
Columbian National Life in Brooklyn 
and later of the Minnesota Mutual Life 
in St. Louis. He was cashier for W. W. 
Klingman of the Equitable Society while 
the former Equitable vice-president was 
agency manager in the field. He was also 
Equitable cashier at Wheeling, W. Va. 





INSURANCE PROBE IN CHICAGO 


The ‘Business-Getter” sales clinic 
sponsored by the Chicago Association of 
Life Underwriters Wednesday afternoon 





was modeled after a life insurance in- 
vestigation, with four leaders being in- 
terrogated as to their production 
methods. The four men were: L. Mor- 
timer Buckley, Provident Mutual; Er- 
nest Krug, Mutual Life; Walter Leck, 
State Mutual; F. A. C. Tocque, Berk- 
shire Life. 





HINTZPETER OFFICE TAKES LEAD 

The H. C. Hintzpeter agency of the 
Mutual Life of New York in Chicago, 
made a clean sweep of the Chicago 
metropolitan division in the “star pro- 
ducers” honor roll for 1938, winning all 
six positions. Three were for paid busi- 
ness and three for number of lives writ- 
ten. Paid business leaders in order were 
J. D. Miller, C. H. Anderson and S. H. 
Foreman of the agency, and lives lead- 
ers in order were S. J. Levine, E. B. 
Hill and Nicola Martinelli, also of the 
Hintzpeter agency. The annual lun- 
cheon meeting was held this week, H. 
C. and his two sons, E. C. and E. D., 
assistant managers, speaking. E. A. 
Hartmann, president of the Hintzpeter 
field club, was toastmaster, introducing 
Ervin Hintzpeter, who was made up as 
Abraham Lincoln and delivered the Get- 
tysburg address. 








INDUSTRIAL 


FIELD NEWS 





Lower Mortality on 
Industrial Holders 


The Metropolitan Life finds that last 
year was a banner one as regards to 
nortality among industrial policyhold- 
ers. The mortality rate was 7.7 per 
1,000, an improvement of 6.8 percent 
over the previous year. Ten years ago 
the mortality rate was 9.2. The life 
expectancy in 1936 for industrial policy- 
holders was 60.31 years or only half a 
year less than that of general popula- 
tion. The provisional figures for 1938 
show that the figure is 61.86, a gain of 
1.15 years in a single year. 

The mortality record of industrial 
policyholders last year declined in every 
age range of life. The improvement 
has been greatest in the early ages. 
Tuberculosis registered a remarkable de- 
cline in mortality last year. The mor- 
tality from cancer, which had been fairly 
static during the previous three years, 
resumed its upward swing last year. 
The rate of 97.8 per 100,000 was the 
highest ever reported among Metropoli- 
tan Life policyholders. For the second 
year in succession deaths from heart 
disease have shown a decline. The drop 
of 4.1 percent in 1938 was the largest 
recorded in any single year since 1919. 
The death rate among the insured from 
automobile accidents dropped 17 per- 
cent. Deaths from alcoholism were the 
lowest since 1921. The high suicide 
rate of the current decade was recorded 
in 1932, at the very nadir of the de- 
Pression. Then came four consecutive 
years in which suicides declined fol- 
lowed by slight rises in 1937 and 1938. 
The death rate from diabetes dropped 
last year for the first time since 1923. 





William W. Dodgson Honored 


Superintendent W. W. Dodgson of 
the Prudential at Hamilton, O., has 
completed 25 years of service. 

He started as an agent in the Dayton, 
O. No. 1 district and was promoted to 
assistant superintendent seven years 
later. After five years as assistant su- 
perintendent, he was promoted to Cov- 
ington, Ky., district in 1927, as super- 
intendent, where he served until 1934, 
when he was transferred to the Hamil- 
ton, O., district. 

At a testimonial dinner with 75 guests 
J. W. Whitla, division “G” manager, 
served as honorary chairman. 





Great Southern Opens 


MIAMI—Home office of the recently 
chartered Great Southern was opened 





here in the Alfred I. duPont building. 
M. U. Moseley is president. 

At first only hospitalization insurance 
will be offered, but it is the intention 
later to add an industrial life insurance 
department, President Moseley said. 

Other officers are: H. C. Mordock, 
board chairman; R. H. Givens, Jr., vice- 
president; P. H. Buhler, treasurer, and 
J. M. Blankenship, secretary and home 
manager. Mr. Blankenship formerly 
was secretary-treasurer Mutual Insur- 
ance Company, Richmond, Va. 





Frisbie Observes 30th Anniversary 


Frank FF. Frisbie, superintendent 
Wichita district office Prudential, ob- 
served 30 years of continuous service re- 
cently. He started in St. Louis as agent 
Feb. 6, 1909. He is past president Wich- 
ita Association of Life Underwriters. 





A. W. Ek is Honored 


The Imperial Life of Asheville, N. C., 
celebrated on Feb. 12, the birthday an- 
niversary of its beloved and veteran sec- 
retary, A. W. He reached the age 
of 75 at that time, although he seems to 
be 55. He was born Feb. 12, 1864. He 
was one of the founders of the Imperial 
Life. During this month the agents in 
the field are producing in his honor. 
The special drive is for increased ordi- 


SALES MEETS 


President Cleary Spoke 


M. J. Cleary, president of the North- 
western Mutual Life, spoke to the E, A. 
Crane general agency at Indianapolis 
at a one-day agency meeting. L. J. 
Evans, assistant director of agencies, 
also spoke. 


Davis Made President 


At the closing session of the General 
Agents’ Association conference of the 
Massachusetts Mutual at Palm Peach, 
Harry I. Davis of Atlanta was elected 
president. Other officers are C. K. 
Litchard, Springfield, Mass., and John 
F. Cremen, Washington, D. C. 

















The 17 leading salesmen of the San 
Antonio agency, with J. N. Fletcher, 
agency manager, held a one-day sales 
conference under the direction of F. D. 
Albritton, general sales director Great 
Southern Life, assisted by J. C. Cam- 
eron, vice-president and actuary. The 


agency pledged production of $1,750,000 
for 1939. 

The Des Moines branch of the New 
York Life honored its 70 agents 
and their wives at a banquet celebrating 
the writing of a million dollars of busi- 
ness in December. C. R. Graham, Des 
Moines, and J. J. Barton, Fort Dodge, 
were honored for 45 years’ service. 
Charles Adams, agency director, was 
in charge. 

Under the direction of W. L. Raw- 
lings, Fort Worth, executive vice-presi- 
dent Educators Mutual Life, a sales con- 
ference for southern Texas was held in 
San Antonio. Plans were outlined for 
the development of an _ independent 
agency force and the supervision of such 
a force. 

The Henry W. Laffer general agency 
of the Northwestern Mutual held a two 
day agency meeting at Wichita, Kan., 
addressed by J. J. Hughes, assistant 
director of agencies, and C. Q. Chand- 
ler, resident trustee and member execu- 
tive committee. Mr. Laffer reported in 
December all records in volume and 
lives written and in number of agents 
producing business, were broken. Fifty 
agents wrote $728,000. 





Samuel I. Rosenberg, general agent in 
Baltimore of the Reliance Life for about 
20 years, died after an illness of about 
eight months. Before going to Balti- 
more he operated the first motion pic- 
ture and dance hall in Annapolis and 
Cambridge, Md. He also helped to or- 
ganize the first volunteer fire department 
in Annapolis. 








Bureau Warnings Helpful 


SAN FRANCISCO — The Better 
Business Bureau’s policy of warning the 
public against twisters and “counsellors” 
has done much good, and has prevented 
at least one case, involving more than 
$100,000 insurance, from being “twisted” 
or depreciated, according to the annual 
report. Insurance purchasers received 
474 reports from the bureau and a num- 
ber of insurance organizations corrected 
statements in advertising material at the 
bureau’s request. 





Cashiers Groups Confer 


Members of the San Francisco Life 
Agency Cashiers Association met with 
the Oakland cashiers Feb. 16 at Oak- 
land. This was the first time the two 
 satange have conferred on joint prob- 
ems. 





Cross on Coast Tour 


'C. F. Cross, second vice-president and 
manager of agencies for the Lincoln Na- 
tional, is now engaged in an extensive 
tour of western agencies. He visited 
the Chicago agencies and from there 
went to Phoenix, Ariz., where he met 
with the P. W. Aurell agency Feb. 13-15. 
He is now in Los Angeles meeting with 
the W. T. Shepard agency and will re- 
main there until Feb. 22. 

Mr. Cross’ itinerary after leaving the 
Shepard agency will be: Sleeper-Web- 














19 i 8 adds another chapter of 


achievement to the story of the Sun Life of Canada 
...@ long and outstanding record of progress in the 
service of Life Assurance. 


With over One Million policy- 


holders co-operating as 


partners, the Sun Life of 


Canada—a great international institution—ensures 
economic welfare for men, women and children in 


many countries. 


Benefits Paid during 1938 .............++++ $ 83,400,004 


Since Organization ...........+ssee008 
Assets December 31, 1938 .........ceeee0. 
Liabilities (including capital $2,000,000) ...... 
Surplus and Contingency Reserve .......... 


New Assurances during 1938 


Total Assurances in Force .......e.ssee00% 


1,205,707,349 
873,271,553 
847,770,754 
25,500,799 
193,134,981) 
2,905,380,286 


@eeeeesesesese 


The Sun Life of Canada has maintained an active organization 
in the United States for over forty years. Its representatives 
are trained and experienced advisors, ready to give counsel 
and guidance on all standard plans of Life Assurance. 


The total liabilities of the Sun Life y Canada in the United States are 
$309,236,090.97. The net liabilities are fully covered by assets beld in trust, 
The Annual Report will be mailed to all policyholders. 

ers may obtain a copy upon request. 
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ber agency in San Francisco February 
23-28; I. Small agency in Seattle, 
and the\G. B. Schweiger agency in Port- 
land duting the first week of March; the 
T. B. Isaacson agency in Salt Lake City 
March bo, and the A. K. Underwood 
agency in Denver March 10-11. 





Prouty Addresses Institute 


Phinehas Prouty, Jr., general agent 
Connecticut Mutual, spoke on “Life 
Situations’ at a session of the Institute 
of Life Underwriting held in Los An- 
geles. His paid production is never less 
than $700,000 and he is a life member 
in the Million Dollar Round Table. 





Agents of the San Francisco office of 
the Phoenix Mutual Life have just com- 
pleted aj “21 campaign” in honor of 
the 2ist anniversary of Manager C, W. 
Peterson 'as Phoenix Mutual agent and 
manager. A sales congress will be held 
later this month with Vice-president D. 
Gordon Hunter and Assistant Agency 
Manager J. A. Giffin on the program. 


Consider Site for School 


Lakelaihd and Tampa are competing 
to be the site of the Florida Insurance 
Agents A'ssociation and the Florida Life 
Underwriters Association schools. Chair- 
man L. P. McCord of the educational 
committee of the fire and casualty or- 
ganization lives in Tampa, which is 
strongly bidding for that group. E. M. 
Willis, new president of the life group, 
who takes office July 1 lives at Lake- 
land. There is a decided trend for hav- 
ing the 1939 schools on the west coast, 
the life executives already being com- 
mitted - it. It is very likely decision 
of Chairman McCord’s committee will 
not be made until the meeting of the 








National and State associations at 
Hollywood in April. 
Claude F. Lee, Gainesville, Fila., 


spoke tolthe Tampa, Fla. Life Managers’ 
Association on “Security” at the annual 
meeting. 





NEWS OF LIFE 


ASSOCIATIONS 





Boston Congress to 
Hear Big Speakers 


BOSTON—Chairman Fitzhugh Tray- 
lor, general agent Equitable Life in Bos- 
ton, has practically completed the list of 
speakers for the annual New England 
life insurance sales congress to be held 
here in the Copley Plaza hotel March 
17. G. P. Smith, New York Life; P. C. 
Sanborn, Connecticut Mutual; Richard 
Partridge, New England Mutual, and 
Clement Deering, John C. Paige ‘Co. of- 
fice, are assisting. 

The congress will open with a playlet 
in three acts, “Time Tells All,” directed 
by Doane Arnold, New England Mu- 
tual home office. 

Morning speakers will be R. P. Bur- 
roughs, general agent National Life of 
Vermont, Manchester, N. H., member 
Million Dollar Round Table, and Lester 
Rosen, Union Central Life, youngest 
member Million Dollar Round Table. 

The luncheon will be in charge of the 
General Agents & Managers Associa- 
tion, with Chester O. Fischer, vice-presi- 
dent Massachusetts Mutual Life, as 
speaker. 

The afternoon program will include 
Holgar J. Johnson, general agent Penn 
Mutual, Pittsburgh, president National 
association, and Isaac Kibrick, Brock- 
ton, New York Life, a member of the 
Million Dollar Round Table. 





New York Congress 
to Be Held March 9 


NEW YORK—A splendid program 
is offered at the annual sales congress to 
be held in Hotel Pennsylvania March 9, 
sponsored by the Life Underwriters As- 
sociation of the City of New York. Les- 
ter Einstein is general chairman. There 








*A| typical experi- 
ence record which 
illustrates how _the 
“Golden Rule Con- 
tract” boosts an 
agent’s earnings in 
a given territory. 
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JUST ONE STEP 
| to prosperity! 


He is a young man twenty-four years old, just 
finishing his second year in the business. In 
addition to his own substantial volume of per- 
sonal production on which he earned liberal 
first year commissions and vested renewals, he 
appointed one new agent. 
ment yielded him an increase of 25% in his 

renewal account and an increase of $136.00 in 
his cash bonus. 


He has taken the first step toward permanent 
prosperity. By repeating this performance for 

a few years he will have established a small 
agency of his own, yielding an income that will 
a. eliminate future depressions. 


| *Name furnished to those interested in this 
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will be morning and afternoon sessions. 
The congress will be in the form of a 


question and answer forum_ entitled 
“What’s the Answer?” with four 
panels. These, with the chairmen, will 


be: “Prospecting,’ Manuel Camps, Jr., 
John Hancock; “The Approach—How 
Do I Get the Prospect to Listen?” 
Horace H. Wilson, Equitable Society; 
The Interview—How Do I Get Them to 
Buy?” Osborne Bethea, Penn Mutual, 
and Lewis C. Sprague, Provident Mu- 
tual, co-chairman; “The Prospect Talks 
Back—What Does He Think of Me?” 
Edgar Kobek, vice-president Lord & 
Thomas. 

Each chairman will be assisted by six 
men skilled in the various branches for 
which they have been selected. 

A contest for questions to end March 
1 is being conducted with 125 prizes to 
be awarded. There also will be a grand 
prize. 

The annual banquet will be held in 
the evening. Mr. Einstein is being as- 
sisted by Hubert Davis, Union Central, 
vice-chairman, and a number of commit- 
tees. 





Detroit Life Underwriters to 
Have Sales Congress 


DETROIT — Eight speakers, four 
from out of the state, will be on the pro- 
gram of the annual sales congress of 
Qualified Life Underwriters March 15. 
J. H. Kennedy, Equitable Society, presi- 
dent, will preside. 

Speakers will be J. A. Fulton, New 
York, president Home Life; H. J. John- 
son, Pittsburgh, general agent Penn Mu- 
tual and president National association; 
Miss Alice Roche, Provident Mutual 
Life, Philadelphia, and Isaac Kibrick, 
Brockton, Mass., New York Life. A. A. 
Heald, manager Bankers of Iowa, is 
congress committee chairman. 

Local speakers will be headed by Com- 
missioner Gauss of Michigan, and will 
include Dale Kerr, New England Mu- 
tual, Jackson; H. B. Ruhl, Massachu- 
setts Mutual, Detroit, and Frank Roulo, 
Penn Mutual, Detroit. 

Mr. Johnson will also speak at a din- 
ner meeting of the Associated Life Gen- 
eral Agents & Managers the same day. 





Indianapolis Diplomas Given 


President H. B. Wells of Indiana 
University was the chief speaker at the 
graduation dinner where diplomas were 
awarded to 150 life men who completed 
a 12 weeks life insurance service clinic 
at Indianapolis, Insurance Commis- 
sioner Newbauer awarded the diplomas. 
The highest scholastic records were 
made by David Almos, Prudential; R. 
W. Hodson, Prudential; I. E. Douglas, 
New England Mutual; M. O. Burt, Pru- 
dential, and W. B. Eagleson, Marion, 
Ind. of the Franklin Life’ “Rough 
Notes” offered special awards for the 
five highest pupils. The graduates were 
guests of the American United Life at 
dinner. 





Hay Speaks at Waco 


Sam R. Hay, Jr., Houston, Tex., 
president Texas Association of Life Un- 
derwriters, spoke before the Waco as- 
sociation. He reviewed the program of 
the state organization and urged that 
members attend the meeting of the 
Texas association at San Angelo, June 
1-3. 





Plans for Missouri Meeting 


Three features have been planned for 
the annual meeting of the Missouri As- 
sociation of Life Underwriters at Ex- 
celsior Springs in May. General agents 
and managers will meet May 4 in a sell- 
ing conference. The state association 
will have its business session May 5 and 
the annual sales congress will be held 
Mav 6. In charge of the three-day 
event are Miss Helen Summy, president 





of the St. Joseph association, and P. B. 





—=> 
Turner, Kansas City president. Ty 
two groups are acting jointly as hosts, 





Portland, Ore.—D. Gordon Hunte 
vice-president and agency manager ol 
Phoenix Mutual Life, spoke on “The Bes! 


Is Yet to Come.” He was accom panie 
by James A. Giffin, assistant ageng| 
manager. ‘ 


Northern New Jersey—Three meeting 
in Newark will be held under the supe. 
vision of Irvin Bendiner, New Yor 
Life. On Feb. 20 he will discuss “T, 
Problem to Be Solved by Life Ins, 
ance.” On March 13 he will discys 
how a prospect reacts to a sales presgep. 
tation and on April 17 he will talk q 
the salesman, 

Mason City, Ia.—James Rutherforj 
Des Moines, president of the Iowa aggo. 
ciation, said the life insurance agen 
helps to maintain the democracy by 
helping to maintain the middle class ang 
by guaranteeing family security. 

St. Louis—J. H. Wilson, trustee Np. 
tional association and agent Massachv. 
setts Mutual, Peoria, Ill., was principal 
speaker at a luncheon meeting Feb, 15, 
talking on “Methods for Getting Busi. 
ness.” Miss Margaret S. Coons, Equi- 
table Society, at a meeting of the 
women’s division was elected chairman, 

Indianapolis—In the 12-week life in. 
surance service clinic sponsored by the 
association and the General Agents ¢ 
Managers Association, 150 life unde. 
writers were awarded diplomas at spe 
cial exercises held in the American 
United Life auditorium. Dr. H. B. Wells, 
president Indiana University, was prit- 
cipal speaker. Others on the program 
included Commissioner Newbauer and 
E. M. Spence, Provident Mutual Life, 
chairman faculty committee. 

Boston—William P. Worthington, sv- 
perintendent of agencies Home Life of 
New York, spoke on “Programming.” 

Springfield, Mass.—Max C. Fisch, as- 
sistant secretary Metropolitan Life, 
spoke. Fern D. Haselton, assistant su- 
perintendent of agencies Mutual Benefit 
Life, will direct an open forum Feb. 11. 

Burlington, Vt.—Dr. Hiram Upton 
spoke on “Some Medical Aspects of Life 
Insurance Examinations.” 

Peoria, Ill.— Approximately 125 at- 
tended the annual stag party. 

St. Paul—“Programming Life Insur- 
ance for the Average Family” will be 
discussed by Sara Frances Jones, Equita- 
ble Society, Chicago, at a meeting Feb. 
a hy 





Des Moines—Miss Helen Summy, Eaui- 
table Society, St. Joseph, Mo., spoke on 
“The Professional Aspect of Life Under- 
writine.” She is chairman women's 
quarter-million round table National as- 
sociation. 

San Francisco—J. M. Gantz, general 
agent Pacific Mutual Life, Cincinnati, 
will be the principal speaker, Feb. 23, 
on “How Life Insurance Can Be Mer- 
chandised.” H. K. Cassidy, general agent 
for the company in San Fracisco and 
program chairman, is in charge of al- 
rangements. 

Toronto—C. J. Zimmerman, Chicago 
general agent Connecticut Mutual and 
vice-president of National association, 
spoke. 

Ohio—Bruce Barton, New York advel- 
tising man and member of Congress, wil! 
speak at the annual convention to be 
held in Columbus May 2-3. 


Reading, Pa.—The one underlyins 
quality that distinguishes the big pro 
ducer from the ordinary fellow in life 
insurance is enthusiasm, W. M. Rothaet- 
mel, vice-president Continental Ameri 
can Life, declared in a talk at the 
monthly meeting here. “The big pro 
ducer has thrown his whole heart into 
life insurance as a career, and the fact 
is obvious because of his genuineness 
of spirit,” said Mr. Rothaermel. He als? 
stressed the importance of self-organl- 
zation. 


Richmond, Va.—Holgar J. Johnson, 


president National association, and gé€)- | 


eral agent at Pittsburgh of the Penn 
Mutual, will be guest speaker at the 
Feb. 28 luncheon-meeting. 





Commissioner McCormack of Tennes- 
see, learning from court attaches that 1" 
general sessions court alone 40 cases 
have been filed recently to collect cash 
surrender value of life insurance poli- 
cies, declared such methods of collec- 
tion unnecessary and warned that attor- 
neys or adjusters demanding a share ot 





amounts due on such policies will be | 


prosecuted. 
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Personal Selling Good Tonic 
for Agency Recruiting 


When the recruiting program in an of- 
fice goes Stale, the best medicine for the 
agency head and his assistants to use is 
to go out personally, sell a few policies 
and find out again that people are pay- 
ing money for life insurance, W. V. 
Woody, Chicago agency manager Equi- 
table Society, told the General Agents 
& Managers Association there in a talk 
on recruiting this week. He said the 
principal _ingredient in any recruiting 
program is action. Every agency at one 
time or another will find that it must 
recruit, he said. New men are the mor- 
tar and bricks of which the structure is 
built. 

Mr. Woody said the type of recruit- 
ing depends upon the location of the 
agency. His first recruiting job was in 
eight counties and was entirely different 
from that in Chicago. In the country 
districts men that were recruited were 
sufficiently separated that they did not 
interfere with each other. 


Types Chosen Are Important 


In the cities much closer attention 
must be paid to the types selected. Man- 
agers and general agents must be care- 
ful not to select men who will upset the 
other producers. That is, they must be 
of types that will get along with the 
other agents, and also with the assist- 
ant managers as well as manager. Mr. 
Woody said he thinks many agencies 
hurt the business by recruiting without 
a sufficient selection process. 

As to type, the Woody agency to start 
with has no woman producers. That de- 
cision was made because Mr. Woody 
said he felt to introduce women in the 
agency would disrupt the men agents. 
Prospective agents are found through 
older agents, the assistant manager and 
the manager himself. The older agents 
are told that they have enjoyed the bene- 
fits of the life insurance system and now 
they must pass them along. To this 
end, after an agent has been contracted, 
the older agents are induced to go out 
with him in joint work. In the Woody 
agency this always means 50-50. Mr. 
Woody does not believe in doing gratui- 
tous work for new agents. This serves 
to upset older agents who feel that they 
are entitled to more consideration. 


Veterans Help Novices 


The older agents help the new agent 
Prepare lists of persons he would like to 
sell, going over his acquaintances in 
clubs, associations, church, fraternities, 
etc, business concerns with which he 
Previously has worked, and other con- 
tacts. Mr. Woody likes to do his re- 
cruiting among men im successful busi- 
ness concerns, as when they are con- 
tracted they can turn around and sell 
their old associates. This gives them an 
initial list of prospects that is valuable. 

Another source of leads for agency 
Prospects is businesses adversely affected 
y the times. The best agents, Mr. 
Woody said, will be hired by the best 
contacts. It is only natural that the 
agency head and his immediate assist- 
ants will be able to secure better agents 
because they make a point of moving in 
better circles. The agency prospects will 
come irom a stratum slightly below that 
of the one doing the selecting. 


Record Shows Sources 


Mr. Woody maintained a record over 
the last five years showing the source of 
new agents in his office, finding 70 per- 
cent came through the manager and as- 
Sistant Managers, 25 percent were re- 
erred by the other agents in the office 
and 5 percent by other sources. 

With the purpose of selling agency 
Prospect on the business, the manager 
and his assistants have learned three pre- 





pared talks, one on the business, another 
on the agency and the third on the com- 
pany. The Woody agency uses the 
Steward tests with success. 

Mr. Woody concluded that most peo- 
ple who start life insurance selling are 
out of funds. Financing by the manager 
or general agent is a very poor way to 
start a new agent on the road to success, 
he said. The best way is to make some 
money for the new agent as soon as pos- 
sible, and this can best be done by send- 
ing him out on 50-50 joint work with the 
manager, assistant manager and older 
agents. 

J. H. Brennan, manager Fidelity Mu- 
tual Life and membership chairman Chi- 
cago Association of Life Underwriters, 
presided, announcing association mem- 
bership was 1,742. 





Legislation and Taxes Discussed 

DENVER—Legislative and _ inherit- 
ance tax matters were discussed at the 
meeting of the Denver Managers Associ- 
ation. 





Kenagy Gives a Talk 


H. G. Kenagy, superintendent of 
agents Mutual Benefit Life, spoke before 
the General Agents & Managers Asso- 
ciation of northern New Jersey on 
“Long and Short Range Planning from 
an Agency Standpoint.” 


MANAGING MEN 
Tell It Simply! 


By A. R. Jaqua, Associate Editor 
DIAMOND LIFE BULLETINS 








The test of a sales talk or an adver- 
tisement is whether it sells. What you 
or I or the general agent or home office 
thinks of a presentation matters not at 
all; what does your typical buyer think 
of it? Does it sell him? 

From information gathered by the 
U. S. Department of Interior’s office of 
education the educational background of 
everyone over 18 years of age 82,200,000 
persons in all, is as follows: Grammar 
school or less, 49,590,000; incomplete 
high school, 15,130,000; high school, 
6,100,000; incomplete college, 4,900,000; 
illiterate, 4,100,000; college, 2,380,000. 

The problem of the man who is con- 
structing a prospecting talk or an ap- 
proach or a sales presentation is to 
project himself into the minds of the 
80,000,000 people who are possibly less 
intellectual than he is, remember that 
68,730,000 never completed high school. 

To understand and know this mass 
mind is no simple matter. To interpret 
what to do about it is a still greater 
problem. 

The great successes in merchandising, 
in advertising, in selling, in politics, are 
made by men who have the common 
touch, who can say important things 
simply, who know that Harvard alumni 
can be approached on an intellectual 
basis but that group audiences are 
moved only by the emotions. 

Recently two underwriters called 
upon a prospect. One of them made a 
masterly presentation of life insurance 
for the man’s family. The prospect said 
he couldn’t afford it, didn’t need it and 
wouldn’t have it. The other agent said: 
“From what I can see, you don’t want 
any more life insurance but you do want 
something to take care of that $3,000 
mortgage of yours so your family can 
have the house. Is that right?” 

“Sure,” said the prospect. “My 








brother has one of those, but I don’t 
want any more life insurance.” And in 
three minutes there was a prepaid appli- 
cation for $3,000 of ordinary life. 

An underwriter who has sold $60,000 
in the last 60 days says that even his 
type of prospect doesn’t want to think 
too hard, doesn’t want anything too 
complicated, doesn’t want to spend very 
much money. This underwriter sells 
by deciding in his own mind which par- 
ticular insurance situation or package 
will be most appealing to the prospect, 
and then selling him in the shortest 
possible time that it will solve that one 
problem. 

It is unfortunate that a genius has 
not come forth to do life insurance 
advertising. We greatly need someone 
who can say things simply. We need 
someone who can interpret life insur- 
ance to grammar school graduates. We 
desperately need and could afford to 
pay almost any price for a man who 
knows thoroughly all that life insurance 
is and what it can do, and who can then 
forget all the big words and interpret 
the service of life insurance to the $35 
a week man who has had two years 
in high school and lives down across 
the railroad tracks. 

Because we all like big cases and be- 
cause big producers are more vocal than 
small producers, it is easy to go Fifth 
avenue and country club, forgetting 
Main street and the public park. 

If the 69,000,000 persons who have 
never completed high school really 
understood what life insurance could do 
for them, we wouldn’t have to worry 
about any investigations or clever 
answers to objections or subterfuge 
approaches. Oh Lord! send us a few 
men who can tell the truth about life 
insurance; tell it simply, tell it enthusi- 
astically, tell it with feeling, tell it so 
those who run may understand! 


AGENCY NEWS 


Houston Agency Is Feted 


The Houston city agency of the 
Great Southern Life was given a ban- 
quet, since at the close of each year the 
company puts in competition a so-called 
“finishers’ cup” awarded to the agency 
with the best December production 
record. Sam R. Hay, Jr., is manager 
at Houston and the organization pro- 
duced 182 percent of its quota. It nosed 
out the San Antonio agency, the hottest 
competitor. Honor guests were Ossie 
Carlton and Carey Selph, each of whom 
produced in excess of $1,000,000 last 
year. Practically every one in the 
agency exceeded his quota, Altogether 
29 agents wrote $7,035,009 of business. 
President E. P. Greenwood presented 
the cup and Executive Vice-president 
L. F. Adams congratulated the agency 
on what had been accomplished. Gen- 
eral Sales Director F. D. Albritton out- 
lined plans for the year. 














Van Vliet Agency to Move 


NEWARK—Due tto the increased 
business of the Prudential’s home office 
ordinary agency, of which E. N. Van 
Vliet is manager, it will move about Feb. 
25 from the fourth floor of the National 
Newark & Essex Bank building to lar- 
ger quarters on the 11th floor. There 
will be a house warming the next week. 
F. M. Minninger, Jr., manager Newark 
branch Connecticut General, talked on 
“Romance in Figures” before the 
agency. 





Says Sound Credit Needed 


_MONTREAL—Unity among Cana- 
dian provinces and maintenance of a 
solid Canadian credit structure were 
stressed as prime needs by T. A. Brad- 
shaw, president North American Life, 
Toronto, in an address at the annual 
dinner of the Quebec division. He has 
just completed a tour of Maritime Proy- 
inces. J. D. LeMoyne, manager Quebec 
division, presided. 
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FROM THE HOME OFFICE 
HELPS TO BUILD BIGGER 
INCOMES 





— 


ARE COMING WITH 
COMMONWEALTH 


because its aggressive, 
agency-minded sales help 
plan is enabling agents to 
consistently write more in- 


surance. 


If restrictive regulations or 
policy limitations are block- 
ing your way to a bigger in- 
come, get the full facts about | 
the new opportunity which 


awaits you by writing to 


WALTER S. SCHNEITER 
Secretary of Agencies 


Common 
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INSURANCE COMPANY 


HOME OFFICE 
LOUISVILLE + KENTUCKY 
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careful investigation. They have the recommendation and endorsement of The National Underwriter. 


CALIFORNIA (Cont.) DIST. OF COLUMBIA IOWA 


ALABAMA 








ENGEL 
REALTY COMPANY 


Realtors & Insurors 


MANAGEMENT SALES 
LEASES APPRAISALS 


BIRMINGHAM, ALABAMA 








Property Management 
APPRAISALS 


SALES INSURANCE 


& 
F. L. GIBLIN & Co., Inc. 


6 St. Joseph Street 
MOBILE, ALA. 





R. G. HAMILTON & CO. 


(Established 1922) 
111 Sutter Street 
San Francisco 
PROPERTY MANAGEMENT 


C,H. HILLEGEIST CO. 


1621 K St. N. W. NAT'L 8500 
Washington, D. C. 


Business and Residential Properties 








HARRY G. WALLACE | 


& CO., Inc. 
APPRAISALS 

















CALIFORNIA 














Specializing in Loans, Sales Exchanges, Rentals 
Hollywood, Wilshire and Beverly Hills Properties 
Day and Night 
Property Management Service 





1019 So. La Brea Avenue, Los Angeles, Cal. 





INSURANCE Sales — Leases—Property Management Specializing in: 
RENTALS Mortgage Loans — Appraisals 
SALES Building and Developing CITY AND FARM MANAGEMENT 
LOANS Serving District of Columbia and AND SALES 
Oakland Office — Latham Square Bldg. adjacent Maryland and Virginia Flynn Bldg. Des Moines, Iowa 
KANSAS 
GEORGIA 
COLDWELL Established 1881 ‘ ™~ 
CORNWALL and BANKER — R. K. STILES & CO. 
Property Management Le 
General Real Estate Panis Property Management 
asinine PROPERTY MANAGEMENT 
A STATE WIDE SERVICE Appraisals 
523—W. ¢th St. Financial Bldg. 57 Sutter St. SHARP-BOYLSTON COMPANY ° 
ae Se = Se ene Realtors 903 N. Seventh St. Kansas City, Kan. 
39-41 Forsyth St., N.W., Atlanta, Ga. 
COLORADO LOUISIANA 
ILLINOIS : 
Morrison & Morrison M. A. I. Appraisals 
Realtors and [nsurors HOOKER & SLOSSON ris 
REAL ESTATE Specialists in 
MANAGEMENT APPRAISALS, MANAGEMENT, N EAL 


SALES APPRAISALS 


Member—Institute Management 
DENVER, COLO. 

















Los Angeles Population 1950—2,500,000 
W. M. GARLAND and CO. 
117 West 9th Street 


CONNECTICUT 











LEASING, and SALES of CENTRAL 
and OUTLYING REAL ESTATE 


140 SO. DEARBORN ST. 
CHICAGO - RANDOLPH 4022 














APPRAISALS 
SALES 
FINANCING 


An 
Incomparable 
Organization 








INSURANCE Years Standing 





PROPERTY MANAGEMENT 
LOS ANGELES, CALIFORNIA 





BRIDGEPORT 
THE INVESTORS MORTGAGE CO. 


PROPERTY MANAGEMENT 
APPRAISALS 


Member Institute Management 


875 Main Street 


Member Institute of Real Estate 
Management 





ER-HOLS 
AATEC LETT 


te] M Ls N 
EVVUTTTOTRUHUUUUELELLELL ULL 
REALTORS 








PARK MAN 





MANAGEMENT & SALES 


1501 EAST 57TH STREET 
HYDe Park 2525 CHICAGO 














Established 1908 


ROY C. SEELEY CO. 


Business and Industrial Realtors 








HARTFORD 


WIRTZ, HAYNIE & EHRAT, Inc. 


Real Estate Management 


























a REALTOR oe 


Brokerage - Management 
Ricou-Brewster Building 
Shreveport, Louisiana 





MARYLAND 
PARKER W. FRAMES 


Realtor and Specialist in 
Industrial and Retail Properties 
and Office Buildings 
Appraisals—Sales—Rentals 
LORD BALTIMORE HOTEL 

BALTIMORE 4 


MASSACHUSETTS | 


ROBERT A. NORDBLOM 
MANAGEMENT COMPANY 
18 Oliver Street 
Boston 
New York 
Management—Appraisals—Financing 
Robt. C. Nordblom CPM&MAL 


——— os 














Worcester Washington 














and Tax Counsellors 
A Nation-wide Service 


12th Floor Corporation Building 
Los Angeles, California 











Appraisals and Sales 
Member of 
Institute Management 
and 


American Institute of Real Estate 


Appraisals 
195 No. Main St. 





mine end Tndotial Reston |! JOHN A CAULKINS LOANS — SALE 
Congas Service Certified Property Management 3180 Sheridan Road Wellington 3000 
Pacific Electric Bldg. M.A.L APPRAISALS CHICAGO 
Los Angeles, Calif. $27 Teemball Se. 
INDIANA 
IVAN A. THORSON PROPERTY MANAGEMENT 
Oupndintion Hutchinson & Hutchinson APPRAISALS 
Rates init Property Management alee ie 


W. A. Brennan Agency Corporation 
428 Illinois Bldg. Riley 2315 


INDIANAPOLIS 











A. C. WHITE, JR. 


REALTOR 


Property Management— 
Appraisals—Sales 


293 Bridge Street 
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Springfield, Mass. ' 


Pre 
Re 


soe La 


{jaf 

















} February 17, 1939 


LIFE INSURANCE EDITION 














MICHIGAN 





y, Kan, 











gton 


1 


MISSOURI (Cont.) 





NEW YORK (Cont.) 


PENNSYLVANIA 

















H. G. WOODRUFF, INC. 
1812 Union Guardian Building 
Detroit 








MINNESOTA 





Property Management 











Rendering Every Phase of 
REAL ESTATE SERVICE 


Property Management Appraisals 
Real Estate Sales Mortgage Loans 


Members of Institute Real Estate 
Management 
GENERAL MANAGEMENT 


COMPANY 
Baker Building, Minneapolis 


Insurance Loans 
524 Sharp Bldg. Lincoln, Neb. 
In Omaha 
BYRON REED COMPANY, Inc. 
Appraisals Sales 
Property Management 


Largest and Oldest Organization— 
82 Years 


FARNAM BUILDING 

















THORPE BROS.., Inc. 


REALTORS 
Member—Institute Management 
Property Management 


Thorpe Bros, Building 
519 Marquette 
MINNEAPOLIS, MINNESOTA 


NEW JERSEY 








REALTY COMPANY 
REALTORS 
Herald Building, 332 So. Warren Street 
SYRACUSE, N. Y. 
Appraisals 


Management 
Sales Rentals 





OHIO 





HOWARD P, STALLMAN & CO. 


Property Management 
Sales 
Leases 


50 EAST BROAD ST. 
COLUMBUS, OHIO 














DUNN & STRINGER 
INCORPORATED 
Empire Bank Building 
St. Paul, Minnesota 
McNeil S. Stringer, Pres. 


Mortgage Loans 
Real Estate 


SEELY CADE, Inc. 


26 Journal Square, Jersey City 


30 So. Ludlow St. 


GORMAN & PETERS, Inc. 











NEWARK, N. J. 
PROPERTY MANAGEMENT 
Appraisals — Sales 
HARRY J. STEVENS 
478 Central Ave., Newark, N., J. 
Member 























Dayton, O. 
REAL ESTATE Property Management and Sales 
Management Appraisals e 
Member—Institute of Management E. J. Barney Gorman Roy H. Peters 
IN TOLEDO 


It’s 


The Etchen-Lutz Company 
Specialized Departments in 
PROPERTY MANAGEMENT and 
Mortgage Loan Correspondents 





Ee 
_| SALES In PROPERTY MANAGEMENT 
"APPRAISALS M. H. RODEMYER & CO.| | rochester, New vorK saniiiiadesdaneian 
| FINANCING 109 N. 8th St., St. Louis, Mo. for 
MANAGEMENT : a PROPERTY MANAGEMENT REAL ESTATE 
9 see 
) F. REAL ESTATE, re IQS e e Eps 
Raney NIWA NT co Property Management wee =. Sea SWE <=ON 
50 years of Faithful Service Mortgage Loans A COMPLETE SERVICE 
Majestic Bldg., Detroit Real Estate properly staffed Marine Bank Building—Erie, Pa. 
F. Earl Johnston J. C. Johnston Member—Institute Management 
PROPERTY MANAGERS NEBRASKA REN ac IN PHILADELPHIA — SOUTH JERSEY 
PROPERTY MANAGEMENT 
Real Estate Appraisers L. F. FA te @) M & Y MORTGAGES 
INSURANCE COMPANY e 2 RRELL 2 . 
CORRESPONDENTS ene Markeim-Chalmers-Ludington, Inc. 


1424 Walnut Street, Philadelphia, Pa. 
645 Market St., Camden, N. J. 
J. W. MARKEIM, Member — AMERICAN 
INSTITUTE OF REAL ESTATE 
APPRAIS 


ies 
AMERICAN INSTITU OF PROPERTY 
MANAGEMENT 
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COMMONWEALTH 
REAL ESTATE CO. 


Modern 
Management—Appraisals 
Sales 


312 Fourth Ave. Pittsburgh, Pa. 





RHODE ISLAND 





PROVIDENCE 
RHODE ISLAND 


RICHARD A. HURLEY 
M. A. I. 
Real Estate Appraisers 
and 


Management 
723 Hospital Trust Bldg. 











TENNESSEE 








Our Experience of More Than 25 Years Will 
Help Solve Your Problems 


We Invite Your Consultation 


F. L. Gates Company 
REALTORS—INSURORS— 
MORTGAGE LOANS 


729 Walnut St. Phones: 7-1534—7-2978 
CHATTANOOGA, TENN. 




















Member Institute of Real Estate 
Management 


Percy Galbreath & Son 


REALTORS 
Property Management — Appraisals 
Columbian Mutual Tower 
Memphis, Tennessee 
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Property Management _— . 
dimericon Initiate of Real Estee Approuers | | 7», he Etchen-Latz Company 
MISSISSIPPI 
— NEW YORK OKLAHOMA 
Mississippi’s Largest Realtor 
PROPERTY MANAGEMENT 
De L. PALMER, INC. MORTGAGE LOANS 
Wy pp BRIDGES DeLancey Palmer, Pres. REAL ESTATE 
= s REALTORS APPRAISALS 
PROPERTY MANAGEMENT 111 State Street Telephone 40181 
AND SALES Bering ied EALTY MORTGAGE 
Bridges Bldg.—Jackson, Mise. in im SALES COMPANY 
Re Property Management 
Vie SS OURI Established over 50 Years Perrine Building, Oklahoma City 
EF. PIERSON & CO. ||_....?=e"zésnmermen:_ | DARNELL-ZUENDT CO. 
’ . Leasing Sales Appraisals Realtors and Insurors 
Realtors REAL ESTATE 
SALES MANAGEMENT SALES — LOANS 
APPRAISALS f REAL ESTATE APPRAISALS 
- b Insti 
Commerce Bldg. © Kansas City, Mo. | | 995 Fifth Ave., New York, N. Y. yeni i 
B. F. PIERSON, M. A. I. AShland 4-4200 Beacon Bldg., Tulsa, Okla. 





W. W. DILLON & CO. 


REALTORS 


PROPERTY MANAGEMENT 
SALES LEASES 


Bennie-Dillon Building 





NASHVILLE, TENN. 
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®@ The property management firms whose 
names are shown on this page have been 
selected after careful investigation. They 
have the recommendation and endorsement 
of The National Underwriter. 


TEXAS 
“48 Years in Dallas” 


J.W.LINDSLEY & CO. 
REALTORS 
We specialize in Property Man 


agement for Life Insurance and 
Trust Companies. References. 


1209 Main St. DALLAS 











McDONALD & COMPANY 


601 Dan Waggoner Bldg. 
Fort Worth, Texas 
e 


Property Management —Sales—Loans— 
Appraisals—Competent Real Estate 
Service 








| Sam Realty Co. 
5 = Oldest and Best 
50 Years Experience 
Specializing in 
Sale and Management 
Jake Sam City Property 


220 Binz Bldg. Houston, Texas 











H. R. HOHENBERGER CO. 


Real Estate Counsellors 
Realtors Since 1908 
PROPERTY MANAGEMENT 
APPRAISALS 


811-13-15 National Bank of Commerce 
Building 


San Antonio, Texas 








E. L. HUMPHREYS 


Established 1897 


PROPERTY MANAGEMENT 
APPRAISALS 


213 Provident Bldg.—Phone 988 
Waco, Texas 

















Designate the ROCKFORD LIFEMEN — Why? 


@ Because they are making SALES virtually every 
day. They have a policy for every need (from one 
year renewal term to 10 year endowment) and an 
amount for every purse (from $100 to $100,000). 
Investigate why our field force is growing rapidly. 


Rockford Life Insurance Company 


Francis L. Brown, President 


Rockford, Illinois 
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COATES & HERFURTH 


CONSULTING ACTUARIES 


582 Market Street 437 S. Hill Street 
SAN FRANCISCO LOS ANGELES 





——] 





DISTRICT OF COLUMBIA 








Specialty, Income Taxes of Insurance 
‘ompanies 


WILLIAM W. CHAMBREAU 
Consulting Actuary and Tax Consultant 


Organization, Management, Tax Service 
Investment Bldg., Washington, D. C. 











ILLINOIS 











LUTHERAN MUTUAL 
Life 


Insurance Company 


WAVERLY, IOWA 





Popular Policy Forms Liberal Dividends 
Reasonable Rates Low Net Cost 


Licensed in Twenty-one States Including New York 




















WISCONSIN 


SCHEFFER-PURTELL CO. 


REAL ESTATE 
Selling—Renting—Managing— 
Financing—A ppraising 
757 No. Water St., Milwaukee 
Phone DAly 3426 

















Pure Protection 
LOW COST 


Life Insurance 


(WHOLE LIFE POLICY) 


No Cash Values 





Life Insurance in itself is inexpensive 





We are proud of our THIRTY YEAR record of 
dependable service to our policyholders. During 
this time the country passed through the GREAT- 
EST WAR in history—the GREATEST EPIDEMIC 
and the GREATEST DEPRESSION. It has never been 
necessary to borrow money from the govern- 
ment or any other source to meet our obligations. 


Attractive proposition to agents and brokers 


INTERSTATE RESERVE LiFE INSURANCE COMPANY 
10 East Pearson St., Chicago, Ill. e Phone Superior 1714 


“THE SUN NEVER SETS ON AN UNPAID CLAIM’? 


























WALTER C. GREEN 


Consulting Actuary 


Suite 3910 
135 South La Salle Street, Chicago 
Franklin 2633 














DONALD F. CAMPBELL 
and 
DONALD F. CAMPBELL, JR. 


Consulting Actuaries 
166 N. La Salle St. Chicago, Illinois 
Telephone State 1336 














HARRY S. TRESSEL 


Certified Public Accountant and 








Actuary 
10 S. La Salle St., Chicago 
Associates 
M. Wolfman, A. A. I. A. Franklin 4020 
N. A. Moscovitch, Ph. D. 
L. J. Lally ‘ 
INDIANA 








Haight, Davis & Haight, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis, Omaha 














HARRY C. MARVIN 
Consulting Actuary 


221 E. Ohio St. 
INDIANAPOLIS, INDIANA 








NEW YORK 








MILES M. DAWSON & SON 


CONSULTING ACTUARIES 
500 Fifth Avenue New York City 

















Established in 1865 by David Parks Fackler 


FACKLER & COMPANY 


Consulting Actuaries 


Edward B. Fackler Robert D. Holran 
8 West 40th Street New York City 











PENNSYLVANIA 








FRANK M. SPEAKMAN 
CONSULTING ACTUARY 


Associates 
Fred E. Swartz, C.P.A. 
E. P. Higgins 











THE BOURSE PHILADELPHIA | 

















_ Complete financial data, policy facts, 
rates and valuees in the 1939 Unique 
Manual-Digest. $5. National Under- 


writer. 
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Wisconsin Congress 
Makes Amendments 


The Wisconsin Fraternal Congress at 
a special meeting in Milwaukee Saturday 
amended its constitution and by-laws for 
the first time since 1913. Its objects were 
more definitely stated, being: “To up- 
hold the constitution and by-laws of the 
National Fraternal Congress and to as- 
sist in its many objectives. To advance 
the fraternal system in Wisconsin and to 
promote and support. legislation fair to 
iraternal societies; to increase the friend- 
ly spirit among the affiliated societies of 
the Congress and to promote a spirit of 
mutual helpfulness.” Each society shall 
be entitled to three representatives at a 
meeting and have three votes on ail 
matters before the congress. Formerly 
each society had only one vote. Two 
regular meetings are now required each 
year in January and June instead of one 
meeting each year. The next regular 
meeting is to be held at Neenah, Wis., 
during June. 





Lutheran Brotherhood Is 
Changing Its Options 


Settlement options of the Lutheran 
Brotherhood on a changed basis have 
been approved by the directors. These 
options for proceeds of life policies will 
be applicable after April 1. All policies 
issued prior to April 1, as well as all 
requests received prior to April 1, for 








Five Modern Legal 
Reserve Contracts 


@Ordinary Life 

@Twenty Payment Life 
@Endowment at Seventy 
@Twenty Year Endowment 
© Family Income 


These contracts are participat- 
ing, and provide all standard 
non-forfeiture options. 





Operating for almost fifty years 
in California, Oregon, Wash- 
ington, Colorado, Idaho, Mon- 
tana, Nevada, Utah, and Wyo- 
ming. 


Write for particulars to 


PETER F. GILROY, President 


1447 TREMONT PLACE 














DENVER, COLORADO 


























THE WOMEN’S BENEFIT ASSOCIATION 
Founded 1892 
A Legal Reserve Fraternal Benefit Society 


Bina West Miller 


Frances D. Partridge 
Supreme President 


Supreme Secretary 


options on existing policies, will be is- 
sued on the present table. Values for 
females are shown four years higher. 
Illustrative options on the new basis at 
quinquennial ages are: 


Life Income with Period Certain 


Age near- 

est birth- Until 
day when proceeds 
procds. 10 yr.cert. 20 yr.cert. are repaid 
aredue Mo. An. Mo. An. Mo. An. 
Male Pyt. Pyt. yt. Pyt Pyt. Pyt. 

$ $ $ $ $ 

10 ... 3.22 37.94 3.18 37.52 ... ore 
5 - 3.33 39.28 3.29 38.75 ... wae 
20 . 3.46 40.80 3.41 40.15 3.37 39.68 
25 . 8.62 42.67 3.55 41.83 3.51 41.34 
30 . 8.82 44.95 3.72 43.82 3.68 43.34 
35 . 4.07 47.78 3.92 46.17 3.90 45.77 
40 . 4.37 51.26 4.15 48.89 4.15 48.73 
45 4.74 55.57 4.41 51.94 4.47 52.34 
50 ... 5.20 60.87 4.69 55.19 4.86 56.78 
55 ... 5.76 67.381 4.96 58.41 5.34 62.87 
60 . 6.42 74.94 5.19 61.24 5.95 69.09 
65 . 7.16 83.57 5.386 63.35 6.71 177.64 
70 . 7.92 92.63 5.46 64.58 7.68 88.38 
75 ... 8.62 101.05 5.50 65.10 8.91 101.98 
80 . 9.15 107.60 5.51 65.24 10.50 119.15 
85 - 9.45 111.56 5.51 65.26 12.57 141.11 





Fraternalist on Pardon Board 


NEENAH, WIS.—Dio W. Dunham, 
editor Equitable Reserve publication, 
“Friend & Guide,” a former newspaper- 
man of Oshkosh, has been appointed a 
member of the new Wisconsin state 
board of pardons by Governor J. P. Heil. 


Three Confer with Yetka 


ST. PAUL—H. L. Ekern, president 
Lutheran Brotherhood; George G. Per- 
rin, general counsel, and W. C. Jackson, 
state manager Modern Woodmen, con- 
ferred with Commissioner Yetka of Min- 
nesota on legislative matters. 








Lutheran Brotherhod Figures 


The Lutheran Brotherhood of Minne- 
apolis in its new statement shows mor- 
tality ratio 25.76 percent as compared 
with 24.38 the year before. It paid death 
claims $148,242. The average rate of in- 
terest is 4.41 as compared with 4.31 a 
year ago. Its solvency ratio is 110.84 
percent. Its surplus is $849,938 com- 
pared with $706,961. Its insurance in 
force increased from $4,237,428 to $65,- 
334,512. The assets are $7,523,063, in- 
crease $1,214,303. It paid dividends last 
year $214,095. 





Claims Fee in Reorganization 


LINCOLN, NEB.—Harold T. Hollo- 
way, insurance man, has filed suit for 
$15,000 against the Royal Highlanders 
and its president, William E. Sharp. He 
says that this sum was agreed upon in 
consideration of his working out a plan 
by which the Highlanders, in 1937 a fra- 
a could be transformed into mu- 
tual. 


Forbidden to Write Infants 
LITTLE ROCK, ARK.—Fraternals 


operating in Arkansas may write poli- 
cies for persons from one year of age 
to 60 years, but are not authorized under 
the law to write insurance on infants 
under one year. A ruling to this effect 
was given the insurance department by 
the attorney-general. 








Royal Highlanders Report 


LINCOLN, NEB.—Royal Highland- 
ers Mutual Life total funds exceeded 
$4,850,000, of which nearly 2 millions 
are invested in bonds, 2% millions in 
real estate loans, and policy loans $302,- 
000, President Sharp reported at the 
annual meeting. 





Shaner Idaho Manager 

C. M. Shaner has been appointed 
Idaho state manager of the Modern 
Woodmen. He was the district manager 
in Idaho since Sept. 1, 1925, until his re- 
cent appointment. 


Praetorians Manager Killed 


ATLANTA—L. M. Hanks, Georgia 
manager Praetorians, was shot to death 


whom he had succeeded in the office. 
Pledger after also wounding Mrs. L. H. 
Barfield, cashier, turned the gun on 
himself and is in critical condition. 
Hanks was the son of J. P. Hanks, dis- 
trict manager of the Praetorians at 
Montgomery, Ala. 





A bill has been introduced in the Ohio 
house permitting policyholders of a fra- 
ternal to name a beneficiary in case of 
death of the original beneficiary. 





Albert Smith Is Leader in 
Volume, Persistency 


Albert Lee Smith, Alabama general 
agent Jefferson Standard Life, recently 
elected president of the Julian Price 
Club, has an unusual personal produc- 
tion ‘and conservation record. 

He has the highest renewal record on 
the largest volume of first and second 
year business exposed 1938. In the past 
14 years he has had a perfect renewal 
record for six years. He has written 
more than $250,000 each year and one 
year $750,000. 

Mr. Smith joined Jefferson Standard 
28 vears ago and has been a member of 
the Julian Price Club since it was 
founded in 1924. His agency four times 
since 1924 has won the loving cup 
awarded each year to the agency having 





highest renewal record on first and sec- 
ond year business exposed, winning it 
the last two years straight. Mr. Smith 
comes of an insurance family, his father, 
A. D. Smith, with whom he formerly 
was associated in the fire insurance busi- 
ness, being head of the Smith, Hamil- 
ton & Smith agency, Birmingham, and 
a brother, Mell, being in the fire insur- 
ance business, 





Bankers of Nebraska Annual Parley 


A hundred and thirty qualified agents 
and their wives attended the annual 
agents convention of the Bankers Life 
of Nebraska which was held at Lincoln 
for two days, Feb. 9 and 10. 

Of the 46 Bankers Life general agents, 
26 exceeded their quotas and won cups 
presented by President H. S. Wilson. A 
special session for general agents and 
two daily sessions were devoted to dis- 
cussion of new company plans and poli- 
cies and to sales programs. C. Petrus 
Peterson, general counsel, was principal 
speaker at the banquet. V. A. Marshall 
of Fairbury and Carl Lutz of Marys- 
ville, Kan., were specially honored for 
1938 work, the former as head of the 
agency with largest production and 
Lutz for personal production results. 
I. L. Devoe, agency manager, presided 
at the convention. General agents re- 
ports were generally optimistic. 





John C. Snyder, 
President 














What Is Legal Reserve 
Fraternal Life Insurance? 


(This is the third of a series of advertise- 
ments outlining briefly a few characteristics 
of this type of protection—points that may 
not be generally understood by the other- 
wise well informed and intelligent fraternity 
of life insurance executives and salesmen.) 


3. Legal reserve fraternal societies use the 
open contract which proved to be the 
most satisfactory for policyholders or 
members during the stress of depression 
years when all claims based upon the 
so-called open contract were paid in full. 


Like the record made by the legal reserve fraternals as a 
whole, it was never necessary for the Ben Hur Life Asso- 
ciation to borrow money from the government or any 
other source to meet all cash demands. 


BEN HUR LIFE ASSOCIATION 


Established 1894 


Home Office: Crawfordsville, Ind. 


Edwin M. Mason, 
Secretary - 


























Port Huron, Michigan 











in his office here by D. A. Pledger, | 


PROTECTED HOME CIRCLE 


FOUNDED IN 1886 


A Legal Reserve Fraternal Insurance Society 





S.H. HADLEY Supreme President 
SHARON, 





PA. 








L. D. LININGER, Supreme Secretary 
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PROVIDENT 
LIFE INSURANCE CO. 


Essentially a policy- 
holders’ company, 
reared to sound ma- 
turity on the prin- 
ciples of conserva- 
tism and safety. A 
steady gain in each 
of our 22 years, tells 
its own story. 


General agencies are available to re- 
sponsible representatives in North Da 
kota, South Dakota, Montana, Idaho, 
Washington, and Oregon. 


Home office—Bismarck, No. Dak. 
Western office—Portland, Ore. 































General Agency 
OPPORTUNITIES 
for good personal 

producers 


Lentral Life 


INSURANCE COMPANY 


of Illinals 


ALFRED MacARTHUR, 
211 WEST WACKER DRIVE, 


PRESIDENT 
CHICAGO 








Phillips Outlines 
Obstacles Ahead 


(CONTINUED FROM PAGE 6) 


Life insurance, he said, can look back 
over the past 25 years with more satis- 
faction than any other major industry. 
It stands higher in public esteem than 
at any other time in its history. It 
came through the war without impair- 
ment. It passed through the boom days 
without losing its balance. It never 
got on a boom basis. The average an- 
nual rate of growth was only eight per- 
cent. It withstood the collapse of the 
boom, and while sound today must not 
hesitate to tackle and solve the prob- 
lems that are crying for solution. 
* * X* 

Chairman E. W. Randall was unable 
to take the convention trip. A _ special 
message from him was read at the 
dinner. 





* OK Ox 


In addition to the four chief officers 
there were present from the home office 
Dr. T. H. Dickson, medical director; A. 
D. Harmer, agency secretary; E. P. 
Bragdon, group manager, and F. C. Han- 
sen, sales promotion manager. Also on 
hand were A. Howard Blanton, Columbia, 
S. C., superintendent of agents, and H. 
F. Beckham, Dallas field manager. 





Consideration Given 
Company . Witnesses 





(CONTINUED FROM PAGE 1) 


testimony was brought out tending to 
show that agents felt themselves to be 
under pressure to get the signed ballots 
back by a certain date, there was no 
attempt to insinuate that the ballots were 
sought by the management with a view 
to giving it an unfair advantage in the 
elections. 

On the contrary, the committe 
brought out clearly that there had never 
in 30 years been an opposition ticket and 
that since by election time the opportu- 
nity to present an opposite slate in ac- 
cordance with the insurance law govern- 
ing such elections had gone by, a single 
ballot would have elected an official slate. 
The collecting of signed ballots made ab- 
solutely no difference in the outcome of 
the election. 


Other Motivation Too 


Of course, the Securities & Exchange 
Commission had motivation in addition 
to its wish to play fair in taking this at- 
titude. The SEC is trying to prove that 
the big mutual companies are so enor- 
mous that it is possible for practices to 
grow up in the field of which the officers 
are entnrely ignorant. 

From a life company standpoint, the 
SEC’s youthful counsel, Gerhard Gesell. 
is necessarily the villain of the show. 
Gesell is a large young man whose ruddy 
face would be almost cherubic if it were 
not for the habitual earnestness of his 
expression. In actual appearance he is 
considerably less youthful looking than 
his pictures make him. 


Must Make Showing 


As the SEC’s examiner and on his 
own account it is up to him to make a 
showing, although the SEC and the 
monopoly committee are in a position to 
curb any tendencies he might have to- 
ward butchering life insurance execu- 
tives in order to make newspaper head- 
lines. At the same time, Gesell is the 
SEC’s bloodhound. Chairman Douglas 
of the SEC and Senator O’Mahoney 
cannot be all the time pulling up Gesell 
on a short lead and still expect him to 
do the job for which he was hired. 
Consequently, despite the committee’s 
repeated intimations that nobody is go- 
ing to get bitten, company men do not 
feel entirely easy when Gesell is asking 
even his apparently routine and innocu- 
ous questions. His method is to keep 
droning along with questions that even 








the general public ought to be able to 





Savings Bank Insurance Classed 





A number of states are having intro- 
duced in their legislatures savings bank 
life insurance bills similar to statutes en- 
acted in Massachusetts and New York. 
Massachusetts has 25 savings banks with 
life insurance departments. The law 
gives any resident the opportunity of 
buying $1,000 insurance from each of 
the banks that have an insurance depart- 
ment, making the maximum $24,000. The 
New York law has set a maximum of 
$3,000 to one individual. The following 
table shows details of the $154,788,009 
insurance in force in Massachusetts sav- 
ings banks as of Aug. 31 last. 








answer and then to ask, with exactly the 
same intonation, a question designed to 
be highly disconcerting, though perhaps 
on the surface even more simple than the 
preceding ones. 


Method Is Effective 


Mr. Gesell hasn’t the experience, the 
years, or perhaps the temperament to be 
the flashing, slashing type of inquisitor. 
His method is probably highly effective 
nevertheless, for the appearance of a wit- 
ness whose manner is changed from 
serene confidence to helpless flounder- 
ing by an apparently innocent query 
must produce a damaging effect in the 
eyes of the committee. It was with this 
type of technique that Gesell had the 
great J. P. Morgan reduced to confusion 
in the SEC’s inquiry into the Richard 
Whitney scandal. After a series of un- 
important questions, Gesell asked one 
which sounded almost equally innocuous. 

“Mr. Morgan,” queried Gesell, “why 
is your firm a member of the stock ex- 
change?” 

Taken aback, Mr. Morgan stammered 
something about having to consult his 
counsel and the point was obviously one 
for Gesell. That the man regarded as 





ons 


The compilation is made by the “Dia. 
mond Life Bulletins.” 
No. % of Cum. 


of Total lative 
Amount Per- Per- Total, 

Volume Group sons sons 
$11,013,000 $ 500 22,026 26.79 26. 79 
40,797,000 1,000 40,797 49.62 76.41 
1,831,500 1,500 1,221 1.49 77.90 
13,170,000 2,000 6,585 8.01 85.91 
1,330,000 2,500 532 -65 86.56 
10,026,000 3,000 3,342 4.06 90.62 
311,500 3,500 89 11 90.73 
4,648,000 4,000 1,162 1.41 92.14 
274,500 4,500 61 .08 92.22 
13,590,000 5,000 2,718 3.31 95.53 
159,500 5,500 29 -04 95.57 
352,200 6,000 587 Py i | 96.28 
91,000 6,5 14 -02 96.30 
2,093,000 7,000 299 36 96.66 
337,500 7,500 45 06 96.72 








one of the greatest financiers of the na- 
tion couldn’t say right off the bat why 
his firm belonged to the stock exchange 
tickled the popular fancy and added 
nothing to the Morgan public stature. 


Announce Bureau School Schedule 


The Sales Research Bureau has re- 
leased the schedule for the 1939 series 
of schools in agency management. The 
first will be held in Atlantic City April 
24 to May 5, the second at Chattanooga, 
June 12-23, and the final session in Chi- 

cago, July 17-28. 
_ Although much new material result- 
ing from bureau research is added to 
the school curriculum each year, 1939 
schools will have several completely new 
“hours” which have recently been de- 
veloped. Included are “Developing a 
Sales Plan,” “Agency Planning,” “Im- 
proving Work Habits,” and additional 
material on “Recruiting. 





T. A. Slick, treasurer of the Security 
Mutual Life of Nebraska, has been 
elected to head the Lincoln community 
chest drive for 1939, with Vernon 
Thomnson, agency manager Midwest 
Life, as an aide. 





able Term Insurance. 


Me 


Annual Renewable Term 


Experience has shown that the regular forms of life insurance 
are the most desirable for the average policyholder. However, 
there are some prospects who insist on buying Annual Renew- 
To serve them we have added the An- 
nual Renewable Term Policy to our sales kit. 


INSURANCE COMPANY 


Founded 1850 
120 West 57th Street 
New York City, N. Y. 


¢ 














LIBERAL COMMISSIONS 











The Columbia Life Insurance Co. 


Cincinnati, Ohio 
@ 
36 Years in OHIO, INDIANA, KENTUCKY 


All forms of life policies issued—Juvenile one day up, adults, 10to75 


Write for particulars: WM. H. WEST, Vice- President 


LONG TIME RENEWALS 
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Sales Ideas and Suggestions 




















Supervisors Should Budget 


Time for Efficiency 





How many agency supervisors “prac- 
tice what they preach?” 

This was the question asked recently 
at a meeting of the Life Supervisors 
Club of Chicago. It was pointed out 
that it is the job of the supervisor to get 
agents to make the most of their time 
by careful planning, but it was also 
brought out that many supervisors do 
not follow any time schedule themselves. 

For supervisors who are destined to 
become general agents careful time 
scheduling is necessary. A primary re- 
quirement of a general agent is that he 
be able not only to direct his men, but 
also to plan his own time efficiently. 
Time to the general agent means money. 

Another important reason for the su- 
pervisor to “practice what he preaches” 
is his need for personal production. Few 
supervisors are employed on a full time 
basis. Consequently their salaries from 
the agency are not sufficient for them to 
give their entire time to supervising the 
work of the men. They must supple- 
ment the salaries with personal produc- 
tion. This is largely based on the 
theory if a supervisor to have the re- 
spect and control of his men, he must 
be a good personal producer. 


Few Have Time Schedules 


Inquiry has revealed that few super- 
visors have definite hours for their 
working day in which they devote all 
their time to specific jobs. The main 
job of the supervisors, of course, usually 
involves the following: 


(1) Recruiting. 

(2) Training 
(a) Old men, 
(b) New men. 

(3) Supervision 
(a) Old men, 


(b) New men. 


While the job of supervising varies 
according to the size of the office, most 
of the work usually relates to the 
training and recruiting of new men. In 
agencies where there are a fair number 
of supervisors, probably three or more, 
the job of recruiting, training and su- 
pervising old and new men is split up 
among the different supervisors, al- 
though they usually have a hand in all 
three phases of the work. 

Most supervisors who do _ follow 
schedules have found that they could 
not be followed to the letter because the 
work dovetails closely. 


Schedules Vary 


One supervisor tries to do, what is 
in his estimation, one new constructive 
g every day. This may pertain to 
uiting, personal production or work- 
out some method of supervising the 
better. He reports to his boss 
very morning what he did each day. 
He maintains office hours from 9 to 10 
in the morning and from 4 to 5 p. m. 
ing this time his men may come to 
with their problems. The remain- 
f his time is spent in personal pro- 
on, recruiting and being with cen- 
of influence. 

Another finds that training of new 
n akes up three and a half days per 
<. He spends Monday, Wednesday, 
y and Saturday at the office train- 
wmen. All day Tuesday is spent 
1 personal production and Thursday is 
‘Dent recruiting. 

Jneé successful supervisor makes out 
+ Teport the Saturday before of how he 
ts his record to look on the follow- 
In setting up this pre- 




























"g Saturday. 








liminary report, he puts down the vol- 
ume he wishes to obtain, what he wishes 
to accomplish in regard to the agency 
program, and what he intends to do so 
far as recruiting and using centers of in- 
fluence is concerned. During the week 
he crosses off that which he has accom- 
plished. 

It is his opinion that most supervisors 
spend too much time with their men. It 
is a common tendency for people to sit 
and talk if you let them. 

While work schedules must be used 
by supervisors if they are to do an in- 
telligent and progressive job it is true 
that the type of schedule that may fit 
the needs of one man may not fit 
another. However, the following rough 
program could probably be used: 

(1) Plan out your work each 
week, setting forth what you would like 
to accomplish. 

(2) Work out a definite time sched- 
ule, setting aside certain periods for the 
following: 

(a) Conferences with new and old 


(b) Recruiting, 

(c) Training, 

(d) Agency production, 
(e) Personal production. 


A good point to remember in work- 
ing out such a program is that many of 
the people that the supervisor would 
like to contact and usually does con- 
tact in the evening, are probably avail- 
able on Saturday morning. It must be 
remembered that many offices are not 
open now on Saturday. The wide awake 
supervisor will take advantage of the op- 








portunity that is offered by this fact if 
he has prospects on his personal produc- 
tion, recruiting, or center of influence 
lists who do not work on Saturday. 

In the main he must always have the 
idea that it is his purpose eventually, 
by virtue of the job which he holds, to 
become a general agent. To do this he 
must arrange his time in the same man- 
ner that a general agent must arrange 
his. 


Uses the Telephone 


for Interviews 


CINCINNATI—When a young man 
in his middle twenties pays for $100,000 
his first year in business and $170,000 his 
second year in a strange city he is doing 
a good job. Burr Walthall, agent in the 
home office agency of the Union Central 
Life in Cincinnati, has been able to do 
this because he has been a remarkably 
consistent worker for a young man, and 
is not easily discouraged. He uses a 
telephone approach which he has devel- 
oped through constant experience over 
a period of time, and is successfully 
making extensive use of centers of in- 
fluence. 

Mr. Walthall came to ‘Cincinnati from 
Arkansas several years ago. He had 
been working in the dividend division at 
the home office when he decided he 
wanted to go into the selling end. 


Interviews by Telephone 


About 90 percent of the interviews 
come from telephone appointments. A 
telephone call is preceded by a pre-ap- 
proach letter or advertising leaflet ac- 
companied by his calling card. Mr. 
Walthall makes use of lists of members 
of various groups or organizations ex- 
tensively. In a list of 400 or 450 names. 
he finds that there are about 75 or 80 
good prospects. On a large group, he 








Seeking the Prospect’s Viewpoint 





John F. Herdic of the Hughes agency 
of the Massachusetts Mutual in Chicago 
has worked out a series of questions and 
he refers to them from time to time, put- 
ting ‘himself in the place of the prospect, 
answering the questions from the pros- 
pect’s standpoint. .1ney are: 

1. What will happen if your benefi- 
ciary survives you but does not live to 
get the proceeds of your life insurance? 
Who will get it? Are you sure? 

2. Have you avoided the possibility 
of any of the proceeds passing through 
the probate court? Have you provided 
for unborn children? 

3. Have you inserted the provision 
which will prevent creditors of your 
beneficiaries from seizing your insurance 
proceeds? 

4, What amount of monthly income 
will your beneficiaries receive from the 
proceeds? For how many years? 

5. Is your plan for the distribution of 
the proceeds flexible enough to take care 
of emergencies? 

6. Have you unintenionally disinher- 
ited any of your children? Your grand- 
children? Are you sure? 

7. Have you provided an income for the 
entire period that you may be disabled 
by sickness or accident? Is this income 





sufficient for your minimum needs? 

8. Have you protected the proceeds 
from your creditors if you die insolvent? 
Bankrupt? 

9. How fast is your equity, your re- 
tirement fund growing—how much 
larger this year than last? Do you know? 
What income for life will it guarantee 
you at age 55, 60 or 65? 

10. Have you considered all the pos- 
sibilities for liquidating policy loans? 

11. Can your creditors, now or later, 
seize the growing equity in your life in- 
surance? 

12. What dividends are your policies 
paying? Are you being penalized be- 
cause of certain provisions which reduce 
the rate of the dividends payable to you? 

13. To what extent is your general 
estate subject to taxation? Will any of 
your property have to be sold to furnish 
cash to pay these taxes? How much of 
a loss will your estate suffer by such a 
forced sale? Have you considered the 
methods for reducing these taxes? 

14. To what extent is your life insur- 
ance subject to taxation? How much 
shrinkage will result after administra- 
tion costs, legal fees, etc., have been 
paid? Have you eliminated as many 
taxes as possible? 





FACT FILE INFORMATION 


Mortality on Large Risks 


Best mortality is on policies of less than $10,000. One company showed 185 
percent of normal loss ratio on those carrying $400,000 or more in all companies. 
Combined experience of 30 companies up to 1930 showed 169 percent of normal 
loss ratio on $1,000,000 and over policyholders. Source: J. M. Laird, Connecticut 


General N. U. 10-7-38. 
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finds that there is some change in the 
status of from 5 to 8 percent of the 
names on the list each month. It pays 
him to go over the list continuously in 
order that it is kept up to date. In using 
such a list Mr. Walthall has the names 
qualified by a number of centers of influ- 
ence. 

Probably most agents give up using 
the telephone when they first start out 
selling too soon, before they have had 
the experience to develop their tele- 
phone technique. Through its constant 
use, Mr. Walthall now secures an ap- 
pointment with very few calls, and in 
several cases closed the prospect over 
the phone without having previously 
known him. 

Mr. Walthall believes that 90 percent 
of his results are due to prospecting and 
the use of the telephone and 10 percent 
to selling. He uses a simple program 
in selling. In 1938, his average case ran 
a little better than $5,000. 





Programming Divides 
Itself in Two Parts 


Hay Langenheim of the Gastil agency 
of the Connecticut General in Los An- 
geles, in its bulletin, takes up the sub- 
ject of programming, saying that it di- 
vides itself into two parts, first, the 
technique of approach to the point where 
one begins to collect factual informa- 
tion, and secondly, the technique of 
getting factual information fully and 
completely and setting up on an actual 
concrete basis the prospect’s minimum 
financial requirements. 

Under the first phase, viz., the ap- 
proach, he says there are eight steps, 
three to be taken before an agent sees 
the prospect and five to be taken when 
the agent sees him. 1. Secure pre- 
approach information. 2. Secure a let- 
ter or personal introduction. 3. Ar- 
range the interview by appointment. 4. 
Tell the prospect why vou have come. 
5. Tell him what you can do for him. 
6. Arouse his interest in getting your 
report. 7. Remind him of your thor- 
ough investigation of the situation be- 
fore you call. 8. Stress the point that 
you desire to put him in a position 
to judge the benefits for himself. 

Under the second phase, that is, get- 
ting the facts, there are six important 
steps, he finds. 1. Give your reasons 
for getting the facts. 2. Get the ex- 
act requirements. 3. Get the exact 
measurements of the prospect’s present 
property. 4. Find out what he ex- 
pects to accumulate between now and 
the time he retires. 5. Arrange for 
your next interview, presentation to be 
made in his office and sufficient time 
set aside to go into the entire case 
thoroughly. 6. Get out without further 
delay. 

In Mr. Langenheim’s opinion that pe- 
riod beginning when the agent first gets 
the name of his new prospect and end- 
ing when he walks away with his pol- 
icies and all necessary data is the most 
important one of the entire procedure 
of selling life insurance. At no other 
time, he declares, is the agent called 
upon to use more observation, skill, 
tact in every word and action. 


Tribute to Life Insurance 


Mrs. Elinore Herrick, New York re- 
gional director of the National Labor 
Relations Board, paid a compliment to 
the life companies and agents in a 
speech broadcast over Station WMCA 
in New York. She said in part: 

“That deep sense_.of security, the 
knowledge that money has been set 
aside not only for a’ rainy day but for 
old age and, of course, the knowledge 
that should the worst happen, the family 
will be taken care of, is a precious 
achievement in a democracy such as 
ours.” 
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NEWS ABOUT 


LIFE POLICIES 


By JOHN H. RADER 


New Policies, Premium Rates, Dividends, Surrender Values, and all Changes 


in Policy Literature, Rate Books, etc. 
Digest” and “Little Gem,” 
PRICE, $5.00 and $2.50 respectively. 


Supplementing the “Unique Manual- 


Published Annually in May and March respectively. 





Retirement Policy 
Premium Revised 


The Equitable Society has injected a 
new idea into retirement insurance by 
providing a reduced premium during the 
first two years before dividends begin. 
On the retirement income at 65 policy 
the first two years are 10 percent lower 
than succeeding years and the retire- 
ment at 60 contract, 7% percent. Another 
new contract is the special protection 
which combines ordinary life and term 
like the old special income but in this 
case, proceeds are payable in cash at 
death. 

Premium Rates Per $1,000 (Participating) 


*Retirement Income TSpecial 

Age Age Protection 
Age Age _ 60 65 After 
6 65 Fe- Fe- Term 
Age Male Male male male Prem. Per. 

10 $24.12 $20.68 $25.69 $21.78 

5 27.82 23.39 29.73 24.71 ae 
20 S260 SE:81 SE:02 2B:58 vcs «000 
39. é ; 33.52 $15.09 $ 9.08 
30 47.85 37.40 52.01 40.17 17.06 10.30 
35 . 49.39 19.92 11.87 
0 58. '09 88.00 62.76 24.15 13.94 
45 114.79 76.83 viene 36 83.48 28.42 16.70 
50 seve AOBBD ices LEDS CEzt 
55 eee, MGs, ope ee 42.16 25.64 


Comb. ordinary life and term insur- 
ance, $1,000 death benefit during term 
period (25 years on issues up to age 40; 
age 41 and over term insurance expiring 
at 65) thereafter $422.30, at reduced rate. 

*Premium shown for third year and 
after. Premium for first two years, are 
10 percent less for age 65 plan and 7% 
percent less for age 60 plan. $1,000 in- 
surance or cash value if greater; $10 
monthly life income (120 months cer- 
tain). Maturity cash value: Male, age 
60, $1,700, age 65, $1,522; female age 60, 
$1,893; age 65, $1,700. 
remains same through. 


Disability rate 





Wrong Impression in 
Table Clarified 


Numerous inquiries have been received 
regarding the Prudential retirement con- 
tracts as a result of the table that ap- 
peared on page 2 of the Jan. 27 issue of 
Tue NATIONAL UNDERWRITER, This table 
set out the changes that have been made 
in retirement income policies and car- 
ried the statement that the Prudential 
does not issue a retirement income. 

Strictly speaking this is true, but the 
Prudential produces similar coverage 
with its continuous monthly income en- 
dowments. This contract is made up of 
endowment at age 65 for $1,040, which 
amount will pay $10 monthly for 10 
years after maturity, and annual pre- 
mium 10 year deferred annuity, which 





will pay $10 per month for life (no re- 


fund) starting at age 75. Up to and in- 
cluding the maturity date the company 
allows a surrender value on this deferred 
annuity portion as well as on the regu- 
lar endowment, thus producing a cash 
value in excess of the face amount dur- 
ing the last few years before maturity. 

In this same table the Mutual Life of 
New York retirement income (without 
insurance) was inadvertently shown in- 
stead of the endowment annuity which 
carries $1,250 insurance for each $10 
monthly income unit. The endowment 
annuity cash value becomes the death 
benefit when it exceeds $1,250. A note 
indicator (2) on the Mutual Benefit male 
income should be changed (to 13) to in- 
dicate that the male income is based on 
installment refund and female 120 
months certain. The same premium is 
charged for men and women but the us- 
ual difference in cost equalized in this 
manner. 

Mutual Life, N. Y., and Mutual Trust 
life income options were transposed in 
the January 20 table of settlement op- 
tion changes, making Mutual Trust in- 
comes appear less than are actually pro- 
vided by the contract. Phoenix Mutual 
can now be added to the list, using the 
same income schedule as several others. 
The following tables give the correct 
data for the above mentioned cases: 

Retirement Contracts With Insurance 


$10 Mo. (Age 35 at Issue) Life Income, 
Mos, Certain 


At 60 (Female) 
Maturity 
Prem. Value 


At 65 (Male) 
Maturity 


Prem. Value 


- $44.84 $1,592.00 $59.84 $1,757.00 


1,547.99 69.86 1,915.71 
paginas 44.63 1,511.00 65.16 1,872.00 


8%Male income is installment refund; 
female 120 months certain. 


Monthly Life Income Settlement 
(Per $1,000 Proceeds) 


10 Year Certain 


Mutual 
Benefit. 

Mut. Lite, 
N. Pr 


Age 60 Age 65 
ny Fem. Male Fem. 
Mut. Life, N. Y..$5.79 $5.22 $6.46 $5.79 
Mutual Trust... 5.88 5.28 6.57 5.88 


5.88 B38 6.57 5.88 
20 Years Certain 


Phoenix Mutual. 


Age 60 Age 65 
Male Fem. Male Fem. 
Mut. Life, N. Y.. $4. 80 $4.56 $5.01 $4.80 
Mutual Trust... 5.00 4.73 5.23 5.00 


Phoenix Mutual. 5.00 4.73 5.23 5.00 





Liberalizes Aircraft Clause 


The Connecticut Mutual has liberal- 
ized its double benefit clause. As of Jan. 
1 the company accepts liability in event 
of death by accidental means as a result 
of travel or flight as a fare paying pas- 
senger in a licensed passenger aircraft 
piloted by licensed passenger pilots on a 
scheduled passenger air service regu- 
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MINNEAPOLIS 


The choice is easily made. 
Hotel is situated in the center’ of the down- 
town district—a few steps to shops and 
amusements. 
able in pleasant, homelike rooms. 
tizing food for breakfast, luncheon and 
dinner—served in the Coffee 

Shop . . . Garage service 
. .. All rates are reason- 
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larly offered by an incorporated carrier 
between specified established airports. 


Ohio State Presents 
Its New Rates 


The Ohio State Life has issued its 
new rate book showing the premium 
rates on the new 3 percent reserve basis 
for participating policies, whereas the 
nonpar forms are at 314 percent. 

The participating 3 percent life poli- 
cies are endowment at age 85, ordinary 
life, economist ordinary life (endowment 
at 90) 20 payment endowment at age 
85, 20-payment life, paid up at age 60 
and 65, and 10 and 15-payment life. The 
participating endowments are: 20, 25 and 
30 year endowment at age 65, 10 and 15 
year endowments, retirement income en- 
dowment at 55, 60 and 65. 

The family income policies on 10, 15 
and 20 year plans also are on a partici- 
pating basis. The automatically con- 
vertible term policies are put out on the 
participating as well as nonparticipat- 
ing basis, as is salary continuance insur- 
ance. The new 3 percent rates on a 
number of the more popular forms, with 
the dividend illustrations applicable in 
1939, are: 


(Annual Premiums per $1,000) 


Econ. Fam. 
Ord. 20 O. L. tno. 
Life Pay End. xT) 20 =Ret. 20 Yr. 
(Min. (Min. (Min. Yr. Inc. (Min. 


Age 2M) 2M) 5M) End. at65 2M) 
20 $18.01 $27.82 $16.81 $48.22 $24.42 $21.98 
21 18 25 17.17 31 25.13 22.43 


35 26.35 36.22 24.59 50.49 32.67 
25.36 42.88 33.90 


94.87 
‘ 60.92 102.60 
: 46.33 62.30 111.50 
53 51.89 58.36 48.47 63.83 121.84 
60.45 50.75 65.51 134.04 
53.18 67.36 148.61 


56 59.70 55.78 
57 62.66 58.55 
58 65.83 61.52 
59 69.21 64.68 
60 72.84 68.07 


Age ;——Dividends End of Year——— 


Ordinary Life Accu. 
20 
1 5 10 15 20 
20 $ 3.88$ 4.15 $ 4.57$ 5.86$ 6.10$ 1.32 
25 4.12 4.45 4.82 5.63 6.54 
30 4.34 4.61 4.97 5.94 7.19 1.47 
35 4.55 4.81 5.28 6.65 8.18 1.59 
40 4.72 6.14 6.91 7.63 9.24 1.76 
45 5.09 5.80 6.838 8.66 10.00 1.98 
50 5.94 6.85 7.88 9.47 10.385 2.24 
55 7.21 8.10 8.63 9.75 12.23 2.50 
60 8.53 8.80 9.09 11.00 15.26 2.82 
20 Payment Life 
20 3.38 3.88 4.58 5.99 7.41 1.35 
25 3.63 4.19 4.85 6.28 7.88 1.44 
30 3.94 4.438 5.07 6.68 8.55 1.53 
35 4.17 4.64 5.40 7.84 9.40 1.65 
40 4.27 4.86 5.91 8.09 10.16 1.77 
45 4.58 5.47 6.70 8.93 10.83 1.96 
50 5.47 6.52 7.68 9.68 11.48 92.22 
55 6.83 7.81 8.47 10.08 13.07 2.50 
20 Year Endowment 

20 400 492 6.21 8:81 11.62 1.87 
25 4.22 5.15 6.85 8.89 11.78 1.92 
30 4.53 5.84 6.46 9.05 11.88 1.97 
35 4.80 5.53 6.70 388 12.14 2.04 
40 4.98 5.82 7.15 88 12.45 2.15 
45 5.45 6.48 7.91 10.53 12.97 2.33 
50 6.40 7.56 8.83 11.16 13.72 2.58 
55 7.86 8.88 9.638 11.60 14.88 2.86 


Economist Ordinary Life 


20 3.32 3.61 4.03 5.381 6.66 1.23 
25 3.45 3.80 4.16 5.56 7.08 1.30 
30 3.63 3.91 4.23 5.86 7.72 1.34 
35 8.65 3.88 4.35 6.22 8.31 1.39 
40 3.55 3.96 4.73 6.69 8.58 1.45 
45 3.57 4.28 5.32 6.99 8.05 1.53 
50 3.94 4.86 5.88 7.28 8.59 1.67 
55 4.59 65.389 5.72 7.45 9.70 1.75 
60 4.90 5.12 65.388 8.47 12.48 1.86 





New Guardian 
Life Contracts 


The new special life income policy ¢j 
Guardian Life is based on higher m. 
turity values because of the new basi 
for life income. The new maturity 
value for the contract maturing at age 
55 is $1,890; age 60, $1,698; age 6; 
$1,522. Premiums are the same for me 
and women but instead of a $10 monthly 
life income, women receive $9.05 on the 
age 55 plan; $8.98 at age 60; $8.96 a 
age 65. 

At the same time, the company ha; 
brought out a life contract paid up a 
age 65. This type of policy has become 
popular in the last year, as it ties into 
the social security setup. The new pre. 
miums are shown herewith: 


Rates Per $1,000 (Participating) 


*Special Life Income Life 

End. End. End fe. up 

Age Age55 Age60 Age 65 Age 6j 
Beer $ 28.38 $ 23.20 $ 19,65 $ 15.4 
| ee 33.4 26.75 22.23 17.03 
ae 40.19 31.38 25.53 19.01 
6s wok ecg 49.46 37.54 29.82 5 
en 62.80 46.03 35.57 24.95 
BB ccie «ai 83.21 58.22 43.47 29.5 
Ae 117.7 76.83 54.78 36.03 
eee 187.27 108.26 72.08 45.73 
BNle pisvev's- a salen ” 101.10 61.54 
Oly sais: 4s A 158.66 91.58 
*$1,000 insurance or cash value if 
greater. At maturity $10 monthly life 


income (female, $9.05 at age 55, $8.98 at 
age 60, $8.96 at age 65), 10 years certain, 
Maturity cash value, age 55, $1,890, age 
60, $1,698, age 65, $1,522. 





Roy Davis Gives a 
Glimpse at Inside 


Roy L. Davis, assistant Illinois insur- 
ance director, in a talk before the Free- 
port, Ill., life men said that last year 
Illinois policyholders paid over $450, 
000,000 in premiums, and that of this 
70 percent represented life premiums, 1/ 
percent casualty, 12 percent fire and al- 
lied lines. The state department super- 
vises 1,165 insurance institutions. There 
is on deposit with the department se- 
curities amounting to more than $40; 
000,000 for the protection of policyhold- 
ers. Agents, brokers and __ solicitors 
licensed total more than 90,000 in the 
state. 


Nothing Basically Wrong 


“There is absolutely nothing basically 
wrong with insurance,” said Mr. Davis. 
“There are some features of the business 
in general which could well stand im- 
provement, both from the company and 
individual standpoint. These improve- 
ments, both the department as a whole 
and the insurance companies are striving 
to bring about. 

“America is not over-insured. When 
we consider that the million-dollar indi- 
vidual insurance policy is averaged up 
by low amounts carried by several ml: 
lions of insured and that the average 
becomes slightly more than $700 per 
individual, then we must admit there ' 
still a great need for additional insurance 
protection, 


Need for More Insurance 


“Not only is there need for more lif 
and casualty and health insurance in the 
nation, but when we consider the fact 
that only 30 percent of the automobiles 
traveling the highway and constituting 
in many instances a menace to life an¢ 
property, and that many householders 
carry small sums of life insurance, but 
nothing on their homes or personal be- 
longings, then we realize that there 1s 
an urgent need for still more protection 
along these lines.” 

“The public is more insurance-col 
scious today than ever before,” said Mr. 
Davis, “and insurance can be looked 
upon as a form of individual social se 
curity.” 





B, J. Perry, president Massachusetts 
Mutual Life, has been elected a directo! 
of Springfield Fire & Marine and its 
affiliated institutions. 


February 17, 1on% 
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